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Colonial Design, 
shown actual size 


There's new drama in Dexter's Regal line — it's the 
Colonial Design now in two tone brass and black 
finish. Also available in two tone bright chrome and 
dull bronze and in standard finishes. This lock is 
available with 5", 7%” and 18” backset, pin or disc 
tumbler cylinder, deadlocking or spring latch. Solid 
brass exterior parts, brass knobs, steel reinforced, 
inside parts cold-rolled steel, no die castings. Another 


Dexter ® Lifetime ® Lock. 





NO LOCK INSTALLS FASTER THAN A DEXTER 





oe > as we >>. Gap 7) ok OF , Gam eb ete ee a eB Interior locks in matching two tone finishes € 
DEXTER INDUSTRIES, INC. Grand Rapids, Michigan ore also available 





in Caneda;: Dexter Lock Canada itd., Guelph, Ontario 


in Mexico. Dexter Locks, Plata Elegante, $5.A. de C.V, Mexico City 





STRENGTH OF STEEL 
WITH THE NEW LOOK 


\\ 





Right in style for “suburbia” or Town House. The 
raised panels of the all new “Squire” door can be 
painted with ordinary flat house paints in an endless 
variety of patterns and designs to blend with any 
architectural design. 
The rugged permanence of zinc-coated steel doors, 
by Taylor Made Garage Doors are your guaranty of : 
long years of trouble free performance. ferent garages, including step-by-step 
instructions and bills of materials. 


All Taylor Made Garage Doors are shipped in con- Available on request at no charge. 
venient cartons for ease of handling and warehousing. Write on your letterhead today. 


WRITE FOR FREE PLANS! Eight dif. 


TAYLOR MADE GARAGE DOORS, INC. 
19800 Fitzpatrick 

Detroit, Michigan 

Ws are interested in your ex 


GARAGE DOORS, INC. 


19800 Fitzpatrick . Detroit, Michigan 
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SARAN SCREEN CLOTH 


CHICOPEE MILLS, INC.,Lumite Division, 47 Worth Street, New York 13, New York Slightly higher West of the Rockies 
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from Glas-Kraft... 
AN EFFECTIVE, ACCEPTED 
VAPOR BARRIER and GROUND COVER: 


us 


ROTBAR NO. 5 


rede Mark 


for slab, split level and crawl space construction 


MEETS VA and FHA MPR Revision 51 and 55 VAPOR BARRIER REQUIREMENTS... 

Now, when your customers need a moisture- and fungus- resistant material for under slab, crawl space 
and split level construction that conforms with FHA and VA requirements, you can sell them new 
ROTBAR NO. 5 with complete confidence. ROTBAR NO. 5 was specifically designed for, tested 
against and accepted as an effective vapor barrier and ground cover material as specified ip 

FHA MPR Revisions 51 and 55. 


GLASS-REINFORCED, WATERPROOF CONSTRUCTION... 

New ROTBAR NO. 5 Glas-Kraft has amazing all-directional strength, extreme resistance 
to tears and punctures, Between its two chemically-treated layers are bonded miles of 
tough, non-deteriorating glass fibres. A special waterproof laminant is used to permanently 


bond the layers under heat and pressure 


FAST, EASY APPLICATION SAVES LABOR COSTS... 

Because ROTBAR No. 5 Glas-Kraft is available in widths ranging 
from 18” to 96", in rolls, or in lapped blankets up to 26’ wide, 
Inherent strength and these larger sizes mean easier handling, faster 
installation, fewer man-hours on every job. Write Glas-Kraft torlay 
for samples, prices and the name of the dealer nearest 

you who stocks ROTBAR. Meet today's need with modern 


ROTBAR NO. 5 — the better vapor barrier 


GLAS-KRAFT 


LONSDALE RHODE ISLAND 
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NEWSCAST 


LATE AND IMPORTANT Developments of the Industry 


Outlook for new house building is more optimistic. 


Demand for homes looks better with each passing week, although some areas 
aren't doing so well. Builders note the trend and are already stepping up their 
operations. Mortgage money is easing, still tight, but not quite the problem 
of a few months ago. 

Costs, however, are bound to inch upward--land, material, labor is moving 
up. Builders plan to pass the costs along. It's again a period to watch your 
business closely. Local conditions usually vary from the national picture. 

Keep an eye on employment, on business conditions in your own community. It's 
a case of know your local market. 














Congress talks of helping the veteran. 


Legislators are reported as being hopping mad at the big discounts charged 
on VA loans, say some lenders are gouging builders, but that most builders boost 
prices of homes to cover higher money costs. So Congress threatens to build up 
Fanny May, give it more money to buy mortgages. Also more direct home loans by 
VA. But odds are against any radical change this year, but Fanny will boost its 
buying, VA will make more direct loans. 





Big step towards standardizing window sizes. 


Manufacturers, builders and dealers all will profit by the plans of the 
Producers Council and others to reduce the hundreds of window sizes to a pro- 
posed 32 styles. The project is being given top priority for the immediate 
future. 








Lumber cracked by two new rulings. 


Shipments from the Pacific northwest which are deliberately delayed have 
been censored by a recent Interstate Commerce Commission ruling. Car service 
order No. 910, effective April 9, is designed to stop the delaying-on-purpose of 
transit shipments. Oregon, eSpecially, is affected. 

Shortage of cars is given as the reason for the order. On March 10 there 
was a net daily shortage of 1,100 cars. Last year in a like period there was a 
surplus of 41,000 cars. Both small retailers and small mills will be most 
affected by the ruling which runs through December. 

New York City will require gradestamped lumber after July l--not just grade- 
marked--with the official stamp of the industry association which establishes 
the grade stamp for such lumber. Concerned is mainly fir and the ruling extends 
to Utility (#3) Douglas fir. The ruling may have far-reaching importance, many 
other cities are considering the same idea. 








Cole warns against home repair racketeers. 


Special letters to all lending institutions and others in the housing field 
have been sent out by HHFA Administrator Albert M. Cole. The letters warn these 
people on exploitation of the public during Operation Home Improvement, Suggest 
the patronage of reputable dealers and contractors. 





Canadian builders face building slowdowns. 


Material shortages, something every US dealer has lived with for some time, 
has Canadian builders worried. It's the same group of productsS--steel, glass, 
gypsum. And there doesn't seem to be any ready solution. Imports are not being 
considered because little is available here or in Europe and Canada has a trade 
deficit with the United States. 





(News continued on next page) 
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February Starts 12% Below 1955 


Home building took a slight turn 
upward in February after a five 
month decline, the government re- 
ported. The Labor Department 
said builders started 76,800 houses 
in February, 5% higher than Jan- 
uary. Starts in February last year 
were 87,900. The seasonally ad- 
justed rate for the year if the 
present trend continues would be 
1.2 million homes 

The January-February upturn 
was “virtually all in conventional- 
ly financed projects,” the Labor 
Department commented, Applica- 
tions for FHA and VA financing 
increased but the number of homes 
actually started under there pro- 
grams continues to decline. 


Housing Bill Stalled 


Public housing seems to once 
again be the stumbling block for 
pushing through a 1956 housing 
bill. Sen. Lehman has a measure 
which asks for 200,000 units to be 
built in each of the next three 
years. He also suggests $1.5 bil- 
lion for direct government lend 
ing. Albert Cole, Housing and 
Home Finance Administrator, 
calls the direct lending “anti-pri 
vate enterprise” and the public 
housing figure “unrealistic.” 

Cole said his request for 35,000 
publie housing units was “all Con- 
gress would give us and that it 
was based on demand.” H. R. 
Northup, executive vice president, 
National Retail Lumber Dealers 
Association, supported the Admin 
istration’s bill, but called for an 
end for public housing. 


Mortgage Money Easing 


Both VA and FHA see signs of 
a slight easing of the mortgage 
money market. FHA noted a bid- 
ding up of resale on mortgages 
and commented that “it shows the 
supply of money has become more 
readily available.” The VA report 
ed requests for appraisals on pro 
posed construction in February 
was 27% over the previous month. 
This, however, compares badly 
with last year when the VA had 
64,192 requests to February 1956's 
only 37,184 


BUILDER BRIEFS 


Merchandising Course 

More than 100 home builders 
will assemble at the National 
Housing Center, Washington, D.C., 
March 27-29 to receive instruction 
in merchandising. The course, be 
lieved to be the first of its kind, 
was heavily over-subscribed and a 
second course is planned for May 
14-16. Sponsor is the National As- 
anciation of Home Builders 
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Apprentice Shortage 


Earl W. Hortton, Kansas City, 
Mo., chairman of NAHB’s labor 
committee, says that today we are 
only training 75,000 men in the 
building trades and that a mini- 
mum of 200,000 would be more in 
line with actual needs. Aside 
from industrial construction Hort- 
ton said that home building must 
anticipate two million starts a 
year by 1965. NAHB, he said, plans 
to encourage apprenticeships at 
all levels. 


Builders Optimistic 


Builders generally are optimis- 
tic over building for the spring 
and summer months, according to 
John M. Dickerman, executive di- 
rector, National Association of 
Home Builders. He said we may 
not equal] 1955’s 1.3 million starts, 
but that the decline which began 
last fall had ended. Market condi- 
tions, however, are uneven with 
the west coast facing a sharp de- 
cline in house sales. 

The market was reported “good” 
in Chicago, Cleveland, Detroit, 
Knoxville, Salt Lake City, and New 
Mexico areas and “improving” in 
New Jersey, Washington, D. C., 
and Los Angeles areas. Materials 
shortages, particularly cement, 
are cropping out again in a num- 
ber of sections, and land costs are 
soaring. One builder reported that 
land in one fast growing area is 
selling for as high as $11,000 an 
acre, 


National Home Week 


National Home Week, sponsored 
by the National Association of 
Home Builders, will be observed 
September 15-23 this year. The 
dates take in two weekends. Last 
year more than 12 million visitors 
viewed the model homes on dis- 
play. 


J-M Broadening 
Building Lines 


An impressive product diversifi- 
cation program is underway at 
Johns-Manville Corp. Now produc- 
ing a large variety of building ma- 
terials and industrial products 
largely based on asbestos, J-M is 
now entering allied fields. The 
schedule: 


Hardboard - a new 54,300 square 
foot plant will be built adjacent 
to J-M’s insulating board opera- 
tion at Natchez, Miss. Capacity 
will be 60 million square feet, com 
pletion date is mid-1957. They will 
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use a new manufacturing process 
currently employed for hardboard 
in Finland. 

Insulation Board - a new plant 
will be built near Klamath Falls, 
Ore., for the production of decora- 
tive boards, sheathing, acoustical 
panels, roof insulation and built- 
up roof decking. The plant will 
be 275,000 square feet and it will 
consume 50,000 cords of lodgepole 
or jack pine yearly. Completion 
will be mid-1957. 


Gypsum - The company is con 
sidering entering the gypsum busi- 
ness and has signed an option on 
large deposits of gypsum in south 
ern Nevada. 


Other Expansions - a Transite 
asbestos-cement pipe plant, Stock- 
ton, Calif., and an addition to 
J-M’s Marrero, La., plant produc 
ing asphalt and viny!] floor tile. 

All told the company will spend 
$26 million in 1956. J-M econo- 
mists forecast another housing 
“boom” in the 1960’s and the con- 
cern wants to be ready for this 
lucrative business just ahead. 


Masonite Will 
Boost Plant Capacity 


Masonite will spend $14 million 
in the next two vears expanding 
its production facilities, according 
to John M. Coates, president. The 
company will shortly begin con- 
struction at Laurel, Miss., of new 
facilities which will increase out- 
put 25%. Plant capacity at Ukiah, 
Calif., will be increased 50%. 


Prefab Group Elects 
Price New President 


Price, newly elected 
Prefabricated 


George E. 
president of the 
Home Manufac 
turers Institute, 
believes that 
“prefabrication 
is no longer on 
trial and that 
conventional 
methods, not 
prefabrication 
will soon have 
to be defended, 
not only on the 
basis of price, but quality. 

Speaking at the Institute’s an- 
nual convention in Chicago last 
month, Price commented further: 

“In 1955 we produced 93,000 
homes and our rate of growth is 
increasing every year. Housing 
starts increased 9% in 1955, but 
our production jumped more than 
20%. And we find that we are 
getting strong backing from finan- 
cial groups banks, insurance 
companies and other lending in- 
stitutions. 


Price 
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FOR OVER-THE-COUNTER SALES 
—-with a one-two punch! 


@. GOODYEAR 
SELLING TOOLS 
and SALES AIDS 


If you want to hit the profitable “Do-It-Yourself” .market with a 
one-two punch that really registers (and causes cash registers to ring) 
—then take a look at this two-fisted attack offered up by Goodyear! 


The World’s Most Complete Line of Backed by “Do-it-Yourself” Sales 
Quality Flooring — conveniently pack- Tools and Aids — Yes! Everything 
aged and geared for over-the-counter needed — floor-planning graphs, color 
selling. In pre-packaged tile goods of Goodyear’s famed charts, easel displays, Flor-Master Self-Installation 
Standard and DeLuxe Vinyl and new TERRA-TONE Viny] Kits and Adhesive, AND a Giant Merchandising Pack- 
—available in roll goods as well! Precision-cut, flexible age for stocking dealers who feature sensational new 
the easiest of any material on the market to tailor and TERRA-TONE “deep dimensional” Flooring by Goodyear. 
self-install. The quality? You will find nothing finer on ask your Goodyear 


the market. 


For the details (and the profit), 
distributor —or write: 


Goodyear, Flooring Dept. P-8322, Akron 16, Ohio 


GAUGE-tor-GAUGE, COLOR-for-COLOR, DOLLAR-for-DOLLAR 


The Worid’s Most Complete Se//.Se//ing Line of Fine Vinyi! 
r jyear lire 


GOODZYVEAR Vint Flooiing 


FOR WALLS + FLOORS + COUNTER TOPS—IN TILES AND ROLLS 


', Ohte 
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14 Outstanding Dealer Clinics 
Scheduled for NRLDA Exposition 


Dealers attending the 3rd an 
nual “Products In Action” exposi- 
tion of the National Retail Lumber 
Dealers Association in Chicago, 
December 10-13, will participate 
in greatly expanded ciinic pro- 
grams 

Fourteen professionally-staged 
management clinics have been 
scheduled by chairman Watson 
Malone III, chairman of the clinic 
committee, to give dealers the big- 
gest management school package 
in the history of the industry. Four 
action-type clinics, involving com- 
plete demonstrations, are being 
arranged by committees chair 
manned by manufacturing execu 
tives and top retail lumber dealers 
from all over the country. These 
clinics will be held on the same 
floor as the product exhibits so 
dealers and manufacturers can 
work together in improving both 
distribution and sale of all types 
of building material products and 
dealer services 

Four Action Clinics 

The materials handling and 
warehouse clinic, an outstanding 
event in Cleveland, will be aug 
mented with enlarged acommoda 
tions for unloading railroad cars, 
warehousing and delivery demon- 
strations. A depressed railroad 
track running through the Amphi- 


Channel Lumber 
Brand Names Winner 


The Channel Lumber Company, 
Newark, N.J., is Brand Name Re 
tailer-of-the-Year in the building 
materials dealer category, edging 
out 14 lumber dealers located in 
14 states who were among the 570 
finalists in the competition 


“Top honor in the building ma- 
terials dealer category of the com- 
petition went to the Channel Lum- 
ber Company for outstanding 
presentation of manufacturers’ ad- 
vertised brands to the public during 
1955." This announcement was 
made by Henry E. Abt, president 
of the Brand Names Foundation, 
Inc., New York, N. Y., following 
a three-day meeting of 20 retailers 
who judged entries in the annual 
national competition 


Each of the 570 finalists sub 
mitted a detailed and illustrated 
presentation of his 1955 advertis 
ing and other brand promotional 
activities to compete in the final 
selection of winners. In addition 
to the Channel Lumber Company 
winning highest honor four lum- 
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theater will permit car unloading 
demonstrations indoors. Dealers 
will witness every move from a 
large comfortable grandstand. 

The second action clinic, tech- 
niques of component part con- 
struction, will be enlarged to show 
the application of the ever-increas- 
ing number of manufactured prod- 
ucts meeting the demand for 
building and remodeling with 
parts instead of pieces. 

The third clinic, a retail store 
layout and display, will feature a 
full-scale model retail lumber 
dealer store, coordinated by Ameri- 
can Lumberman, incorporating the 
very latest ideas in point of sale 
displays. Experts from manufac- 
turer and dealer groups will demon- 
strate the best ways of handling 
self-service, homeowner trade and 
remodeling and building contrac- 
tors. The store will also incorporate 
educational types of displays for 
home building and modernizing 
prospects in addition to including 
an efficient office section equipped 
with the latest in business ma- 
chines. 

The fourth clinic will be a down- 
to-earth shirt-sleeve demonstra- 
tion on the use and sale of power 
tools. All four action clinics will 
run daily from 10 a.m. to the close 
of the show in the evening. 


The Winner 

ber dealers were cited with Certifi 
cates of Distinction. They were: 
Chatham Lumber Co., Chatham, 
N. Y.; Romney Lumber Co., Salt 
Lake City, Utah; The Robertson 
Lumber Co., Grand Forks, N. D., 
and the Steinman Lumber Co., Mil- 
waukee, Wis. 

Commented Abt, “Winners of 
the 1955 competition have again 
topped all their predecessors.” 


J. D. Rowland Heads 
Ponderosa Pine Woodwork 


PONDEROSA Pine Woodwork’s retir 
ing president, Paul W. Curtis (left) 
congratulates James D. Rowland, new 
ly elected head of the group 


James D. Rowland, vice-presi- 
dent of the Andersen Corp., Bay 
port, Minn., has been elected 
president of Ponderosa Pine Wood- 
work, national association of lum- 
ber producers and millwork manu 
facturers of wood windows, pane! 
doors and kitchen cabinets. He 
succeeds Paul W. Curtis. 

Other officers elected at the an 
nual meeting of the association 
are: Harold J. Ford, vice-presi 
dent; E. W. Donahue, treasurer, 
and James F. Shiely, secretary. 
R. H. Morris continues as general 
manager of the group and R. H. 
Herbst remains as assistant man 
ager. Phil Credin was re-named 
chairman of the advertising com- 
mittee. Headquarters of the asso- 
ciation are at 105 W. Monroe St., 
Chicago, Ill. 


Six-Alarm Fires Ravage 
Two Baltimore Yards 

The Harrison Lumber Company 
of Baltimore was swept by a six- 
alarm fire the night of March 27 
Raging out of control for two and 
one-half hours, the fire destroyed 
the office building, machine shop 
and stacked lumber. Damages are 
reported in excess of $200,000 

A six-alarm fire blazed out of 
control for more than three hours 
in the yards of the Capitol Lumber 
Company on March 29th. Yard em- 
ployes were able to evacuate the 
premises without incurring injur- 
ies, but damages are estimated at 
hundreds of thousands of dollars 
The cause of the fire is unknown 





Important Customer Survey 


What do your customers like 
and dislike about your yard and 
services? Read the results of the 
recent Chicago Tribune survey 
of 15 yards and 1,400 retail yard 
customers in the Greater Chi- 
cago area for the answers to 
these and other questions on cus- 
tomer relations 


See “We're Satisfied but Un- 
dersold” on page 44 for details. 
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Popular Contest 


As something different on our 
television program, I showed a 12 
pound ham and a Better Homes and 
Gardens Handy-Man Book and of 
fered these two items as prizes to 
the two persons sending in the most 
four-letter common words made up 
from the letters in the name, 
“Spelts Lumber Co.” 

All entries had to be in within five 
days, so I could announce the win 
ner on next week’s show. Over 500 
letters came in. The winner had de 
vised 2,200 four-letter words from 
our name; the second-place winner 
had 1,900 words. I was amazed at 
the number of people interested 
enough to work on the contest 
(Here’s a gimmick for your news 
paper ads, too.—Ed.)—C. C. Spelts, 
vice-president, Spelts Lumber Co., 
Kearney, Nebr 


Turns Loss Into Profit 


In receiving shipments of cement 
plaster, mortar and other bagged 
goods, there is always a certain 
amount of breakage, which is un 
collectible from the freight com 
panies 

We turn this breakage into a 
profit item by having tightly sealed 
barrels into which we place this 
breakage. This we sell at a good 
markup to individuals who want 
small amounts of these products 
C. M. Holm, manager, Tigerton 
(Wis./ Retail and Supply Co 


Personal Service 


We use one important device to 
make sure the customer is satisfied 
and gets what he wants. When a 
customer meets a member of our 
staff, he will have the counsel and 
advice of this salesman until the 
transaction is completed, whether 
the sale takes place in the store o1 
whether it is necessary to go into 
the yard to complete it 

It’s not a good sales policy, we be 
lieve, to send a customer alone into 
the yard to look fer a yardman 
Thad Walker, W alk 
er Lumber Co 


manager, O L 
Ca per, uv “ue 


Good Cabinet Promotion 


The local power company 18, of 
selling kitcher 
appliances We went ove! and 
talked them into putting in a con 
plete display of our wood kitchen 


course nterested in 


cabinets to help set off their appli 
ance display. They gave us the 
space free and we put in the cabi 
nets at no charge to them. We were 
allowed to put up a sign telling 
about the cabinets and that they 
could be obtained from us 

There's a tremendous amount of 
traffic in the power company show 
room from regular customers and 
from the audiences attracted by 
their cooking schools. At each of 
the cooking schools, the power com 
pany distributes our literature 
about the cabinets. The system is 
really paying off in sales._Don Da 
VIS, Davis, Ine Middletou n. Con 


Bank Counter Tops 


We recently made a $2,000 sale 
of spec ially cut plasti laminates for 
use as new tops for bank counter 
J. H 
W. H. Sawyer 
ce ster, Mass 


Lamson, vice-president, 
Lumbe Y Le Wor 


Weekly Sales Push 


We find it very helpful for all 
salesmen to have on their desks a 
typewritten sheet headed “Items to 
Push the Week of Date his 
sheet is made up each Monday 
morning. It consists mainly of dis 
continued items. slow movers. obso 
lete and shopworn stock. A typical 
includes about 20 different 

Fred D. Phelan, Carter-Lee 
Indianapolis, Ind 


sheet 
items 
Lumber Co., 


Offers Free Dishes 


One of our best promotion ideas 
has been an offer of a set of 20 
dishes with every $75 purchase. We 
promote this premium in 
direct mail pieces to about 50,000 
rural boxholders in our 
area 


spec ial 
trading 


Since we don't sell dishes. thi 
premium creates a feeling of being 
something special. We had one case 
where a woman 
just to get a set of dishes 
dent Capitol Lhbi 


upgraded a sale 
Jerry 
Callner, vice-pre 
Co., Milwaukee 


Bonus Payments 


nceent ‘ 


In our 
ponuse 


opinior is? 
represent practica 
guaranteed way te naure that 


personnel keep trving to increa 
ales 


Qur yard manay 


bonuses on a percentage basis on all 
business ove! and above our break 
month. This 


{merican 


even point for each 


idea is a result of an 
Lumberman articlk 


Our regular employes receive a 
year-end bonus. In arriving at a fig 
ure for an employe's 
take these points into considera 
tion: position; how long he has been 
with the firm; loyalty 
record: job performance 
and individual 


bonus we 


absentee 
attitude 
sales records 

When the bonus is paid, we call 
the employe in and tell him exactly 
why we are naying him what we do 
We congratulate him for 
work and point out where he can 
improve if need be Irving P 
enoff], vice-pre vident. Macrose 
ber Co., New Hyde Park, N 


yor vd 


Truck Drivers are Salesmen 


Truck drivers are the only sal 
men that many customers ever se« 
That’s why we insist on our drivers 
attending our regular sales training 
good 
ll by deliver ng all ma‘erials to 
porche rather then 
side walk Harold 
dent and general 
manager, Gueen horough Lumber 


Co... Ine Bayside, L. 71 VN. } 


meeting Our driver create 
vurayges or 
leaving it on the 
Ash, vice-pre 


$1 Brings $18 


Two dealers in widely separated 
areas tried this experiment with ad 
vertising in the classified section of 
telephone books. They listed a tele 
phone number in the classified see 
tion that they listed in no other 
media. They kept records on the 
sales that resulted from these num 
bers Both reported that for each 
$1 they invested in the telephone 
listing they got $18 in sales Art 
Hood, editor, American 
man, Chicago, Jl 


Lumber 


Easy Costing System 


We use a multiple-ticket coating 
system which makes it easy to tell 
at a glance the gross profit realized 
from any specific sale 

The two office copies have an ad 
ditional column which doesn't ap 
pear on the customer's 
copies. This column is 


and delivery 
used to enter 
the actual cost of each item before 
markup. On the office copies, out 
pricing clerk enter the actual coat 
of the item and also its selling price 
With a little mental arithmetic it’ 
eA to 


compute the gro profit 


from any sale 


Our accountant uses these 


to comy ite total mon’ : ol 

ume and the coast of ale Fron 

thi re “al readily determine our 

gross profit ( M. Croft, Manag 
» Directoy Weat End “ppl ‘ 


Ltd., Halifar, N 
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here’s how we’re going after 
more traffic for you! 


The WEPCO Wonder-Trip Contest will be 
nationally advertised in Life, 
Good Housekeeping, House Beautiful et 
FREE merchandising aids 
SPECIAL CO-OP AD PLAN. We'll match 
yOu ele) LAR FOR DOLLAR regardiess of 
your total purchase n all your 
WEPCO contest advertising 


send now for your free ad mats! 

















. . 
ag a bad 
first pl Lze. Expense-paid 3-country grand tour of Europe for tw 
Y 
Pan American World Airways. 2nd to 5th Prizes: Weeks vacation for tw 


Bermuda. Next 95 prizes: WEPCO products prizes 


easy to enter: All contestants do is tell which WEPCO product 


they want and why on the free entry blanks they get at YOUR store 


speclal dealer PriZe: 1 the tirst prize winner has picked 
up his entry blank from your store, you will also win a free European vacation 


for two, via Pan American. And even if you don't win the trip, you're sure to 


win plenty of new customers thanks to the WEPCO WONDER: TRIP CONTEST! 
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jaste ST traf] 1c builde? 


here’s how we're going after 
more traffic for you! 


Ihe WEPCO Wonder -Trip Contest will be 


arehelelarell adver 


Good Housekeeping, House Beautiful et 


FREE merchand 


ng aid: 
SPECIAL CO-OP AD PLAN. We'll match 
you DOLLAR FOR DOLLAR egardiess of 
your total purchase ai} your 


WEPCO ntest 


Send now for your fr 
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fastest traffic builder ever 


here's how we're going after 
more traffic for you! 


The WEPCO W naer Trig Cont 


est He 
nat ertise Life 
i ae ekeeping, st f et 
FREE merchand 
SPECIAL CO-OP AD PLAN. We'll matct 
you DOLLAR FOR DOLLAR ¢ rdle f 
your total purchase ail your 
WEPCO ntest vertising 
f w f ia ; 
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se ... the crowd pleasing > 


wepco line for spring 


ai 
Duo-Motie 


ADJUSTABLE ALUMINUM ALUMINUM 
WINDOW AWNING COMBINATION WINDOW 


America’s most beautiful awning. New adjustable 3-track self-storing design means screen or storm 
feature lets you stock only 3 sizes. Slides in or inserts are always in place, ready for 

out to fit any window. Easily instal immediate use. Retails for as low as 15.95 
led. Retails for as low as 15.95 IDEAL FOR USE AS PORCH ENCLOSURES 
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nous 

















e| the weather-proof co 
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Portable Tool Bar 
Rolls in Rental Profits 


A caster-mounted, portable tool bar is helping 
dealers cash in on the home handyman market with 
a minimum of floor space 

Small tools are hung on the perforated hardboard 
backboard. A smal! overhanging canopy shields the 
fluorescent tubes which dramatize the display and 
make it easier to read the rental charges and deposits 
required for the various tools. This information is 
printed on neat placards near each specific tool 

Two hinged doors at the end of the bar provide ac 
torage compartments. The upper door can be 
irface when filling out rental 


ce to 
used a writing 


contracts 


Warehouse Advertises Paint 


Eye-catching paint plug is seen over the door of 
the warehouse of the Hansen Lumber Co., Seattle 
The multi-colored fan-shaped samples are done in 
quick-drying enamel. There’s a clock at the point 
where these sample colors converge 


Floor Tile Builds Package Sales 


By dramatically displaying various asphalt tile 
patterns on his showroom floor, Joseph H. Tiedmann 
of the Huntington (N. Y.) Lumber & Building Mater 
ials Co. has helped increase sales of all building 
materials 

“We look on this floor display as part of a home 
package,” Tiedmann says. “Now when we sell an at 
tic expansion job we sell the whole work including 
the flooring.” 

In its promotion, Huntington plays up the wide 
variety of floor tile available in its showroom. The 
firm has learned that housewives who come in to 
choose floor tile are good prospects for other building 
materials and in some cases complete remodeling 
packages 


iT, oO" , onnr om. 
SANDOLASTING PENCING * PATIOS 
PAINTING GARAGES 
— VEMITIAN BLINDS DRivEewars 
~ Gee / Ove Lc. Conve, Oo Presses Fon FREE /Consu. rariom 


ie 


ay? © 
wi nce q a 


Self-Selection Brick Display 


To save steps for customers, Builders Supply Cen 
ter, Inglewood, Calif., recently moved a display of 
brick and concrete products into the showroom. Each 
sample is priced so customers can wait on themselves 
Owner Paul O'Halloran says many orders are being 
placed as the result of this handy and helpful display 











BUILDING SUPPLY 


SALES BUILDER 


DISSTON DOES 
MORE FOR DEALERS 


MECHANIX - DISSTON TOOLS 


ILLUSTRATED 
| are advertised regularly in 


MECHANIX 
ILLUSTRATED 


Because the more than a million men who read 
MI every month provide a rich, big-buying 
market for all types of tools and materials... 
90% do their own home repairs... over 80% 


own workshops or benches. 


These "do-it-yourself" readers make number 
one prospects for Disston's full line of fine 
quality tools... for they demand—and buy- 
only products they know bring top results, 
Superior performance of this type —combined 
with heavy national advertising—is making 
Disston more popular than ever with these 
workshop enthusiasts...and bringing more 
sales and greater profits wherever this fast- 
moving line is sold, 


MECHANIX ILLUSTRATED 


A FAWCETT PUBLICATION 
67 West 44th Street « New York 36, N. Y. 


BumpinG Propucts MERCHANDISER Circle No. 44 on Coupon, page 100. 





Cole Asks Ladies for Housing Ideas . . . Bill Urges 
GI Insurance Funds for Fanny May .. . More REA Growth 


Albert M. Cole, administrator of 
the HHFA in Washington, is plan 
ning a Women's Congress on Hous- 
ing. He’s asked housewives to send 
him letters, Mr. Cole isn’t interested 
in “literary letters”, but he would 
like to hear from women who have 
constructive, practical ideas about 
housing. As an example, the ad- 
ministrator would like to know if 
women prefer an old-fashioned 
kitchen or “an open kitchen from 
which they can watch their children 
in other rooms.”’ Also, whether they 
prefer aplit-level, one-story, or two 
story houses, These examples are 
suggestions; not part of a question 
naire. Neither is the administra 
tor’s plan a contest! 


* * ®* 


Letter hould be sent promptly 
1x we understand it, women whose 
lettera indicate that they have care 
fully thought-out ideas about houa- 
ing will be invited to attend the 
Congress, to be held for two or 
three days near the end of April 
Their travel ¢ rpense: will be paid, 
and they'll be given per diem al 
lowance 


rr <= 


\ house veterans affairs subcom 
mittee has approved a bill that 
would make available $500 million 
of GI life insurance funds to be 
handled by the FNMA in buying 
home-loan mortgages at par in 
areas described by the subcommit 
tee as “found to have excessive dis 
count rates.” The subcommittee 
voted for some other changes in GI 
housing rules; such as banning re- 
ferrals of applicants for VA direct 
home loans to the veterans home 
mortgage credit program, At this 
writing these matters have not gone 
beyond subcommittee action 


~*~ * *® 


When Fanny May buys large 
quantities of government-backed 
mortgages, this is considered a clear 
sign that mortgage money is hard 
to come by. Well, for 10 straight 
weeks. Fanny has bought more 
than $5 million of these mortgages 
per week, This helps explain the 


proposed legialation, mentioned 


18 


above, Banning referrals of appli- 
cants for direct VA loans to the 
VHMC is a nudge to the VA to 
make use of its own fund—amount- 
ing to more than $160 million—for 
direct housing loans to former serv- 
icemen 


~ © & 


The veterans home mortgage 
credit program functions as a 
mortgage clearing house to induce 
private money lenders to make gov- 
ernment-backed loans in communi- 
ties where mortgage money is 
scarce. It was set up in part to help 
keep the Federal government out of 
the lending business. However, a 
lot of veterans who want houses 
have been kept out of the borrow- 
ing business. At present a veteran 
referred to the VHMC must give 
that organization 45 days—soon, we 
understand, to be reduced to 20 
working days-——to find him a private 
loan. Only if this search is unsuc- 
cessful can the veteran return to 
the VA and ask for a direct loan. 


~ * * 


The subcommittee also approved 
a measure providing that World 
War II veterans who lose their 
homes through condemnation action 
or natural disasters can reinstate 
their entitlement to loans up to 
January 31, 1965. The World Way 
I] veterans’ home loan program erx- 
pires July 25, 1957. The Korean 
program runs until 1965, 


x~* * * 


At present, the veteran who ob- 
tains a guaranteed loan is liable for 
default even though he transfers 
the mortgage to a new owner. 
Under proposed legislation, persons 
who take over VA-guaranteed mort- 
gages would be personally liable for 
defaults 


* 2° 2 


The Department of Agriculture 
says the Rural Electrification Ad- 
ministration estimates that in the 
next five years nearly $1 billion in 
new and improved electric power 
facilities for rural customers will 
he added to the system. For the 
fiscal years 1957-—-which begins 
July 1—through 1961 the survey 


shows that as of now the construc- 
tion planned for this period will 
cost $805 million. 


x~* * 


This takes into account only the 
construction and financial needs 
now in sight; and since actual con- 
struction runs higher as more proj- 
ects are approved, it’s safe to say 
“nearly $1 billion.” This will mean 
much improvement to farm homes 
and other farm buildings, as power 
becomes available. Important to this 
industry. 

~*~ * * 

The Department of Commerce re- 
ports that income to individuals 
from all sources accruing in Janu- 
ary was at the annual rate of $312.5 
billion. This should be measured 
against the rates of $292.2 billion, 
a year earlier; and $285.2 billion, in 
January of "54. 

x* * * 

Eastern and western railroads 
have asked the Interstate Commerce 
Commission to approve a general 
5% inerease in passenger fares. 
This proposal would cover all pas- 
senger train service west of the 
Mississippi River; also east of that 
river and north of the Potomac and 
Ohio Rivers. Railroads in the south- 
east didn’t join in the request. 

~*~ * * 


The ICC will undertake on ita 
own initiative an investigation into 
the causes and possible cure of rail- 
road passenger operations deficits 
which seem to have become chronic 
since World War II. This investiga- 
tion will be completely separate 
from the requested passenger fare 
increase 

6S eC 


Lumber mills in the Pacific north- 
west booked some 9% less business 
in January and February than in 
the corresponding months in ’55. 
Two special reasons: colder and 
stormier weather than usual in 
many parts of the country had 
checked home construction; and 
heavy snows in the northwest hin- 
dered logging operations. Douglas 
fir log inventory on the first of 
February was 16% smaller than a 
year earlier. Lumber prices in gen- 
eral are holding up or strengthen- 
ing 
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TELL YOUR BUILDERS ABOUT THIS 
NEW FEATURE THAT SPEEDS UP INSTALLATION! 


lociweee 


erate oe Heres wheel outs 
isa SNAP SIDE MATCH 











ask about 








IDEA No. 
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Ask your AIM*... Sterling Lumber did and now... 
Faster shipments, better arrival conditions result 


Acme idea Man 
Julian Scott 
cooperated with 
Sterling Lumber in 
setting up this 

car loading system 


Circle No. 5 on Coupon, page 100, 


ACME STEEL STRAPPING and the new Interlace method of 
securement on flat cars, now insure faster lumber shipments 

for Sterling Lumber and Supply Company, Goodwater, Alabama. 
Notice the neat orderly packages in the Interlace-secured 

lumber shipment above after a trip of 719 miles. (Idea No, U2-1). 
Shipments arrive faster because delays to re-cooper are rare. 

One operator with a lift truck loads or unloads faster than before. 
Larger, neatly packaged units mean more efficient 

use of storage space and better inventory control. 

*Ask YOUR Aome idea Man for the free Interlace specification 
booklet. Have your very next order shipped the Interlace way 
by passing the booklet on to your mill. Write Dept. YA-46, 

Acme Steel Products Division, Acme Steel Company, 

2840 Archer Avenue, Chicago 8, Illinois. 


ACME STEEL STRAPPING 
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in PRE-PASTED 





VINVL WALL TILE! 


-»»- IN AUTHENTIC 
CORK-TAN SHADES 
FOR BEAUTIFUL 
RANDOM EFFECTS 

ON WALLS & CEILINGS! 








“~~ 


* 


ALSO AVAILABLE 
NOW you can offer your customer the rich, warm 


in Bamboo and Mahog- 
any patterns for homes, beauty of cork—in low-cost, stain-and-scuff-resistant 
Syenee OE SESTETIENE. vinyl! That’s what you get with new ‘Random Cork”’ 


PRE-PASTED Bolta-Wall! The harmonizing cork-tan 
shades blend beautifully—and they are packed random 
(54 to the box) to simplify stock problems and sales ! 


Send for Actual Tile Samples 
TODAY! 


foo n ono 


PLASTICS 


TUCO GROVER TOE DE COM IPLNT7 
BOLTA PRODUCTS DIVISION + LAWRENCE, MASS. 
Send me complete information and samples on PRE-PASTED 
Bolta-Wall in { ) New “RANDOM CORK” ( ) Bamboo and 
STOCK DISPLAY 
{ ) Mahogany: 


Your choice of colorful, com- j NAME 
pact floor displays is also 

available for the fast-selling ADORESS 
“Do-it-yourself”’ market! DELUXE DISPLAY 


BUILDING Propucts MERCHANDISER Circle No. 6 on Coupon, page 100. 





AAunouncing \-0-F Glass Fibers’ 
new HOME INSULATION! 


It gives you more 
selling features...costs 
less to handle! 


Lightweight sheets hold themselves in place be- 
tween framing members until fastened in place. 


Whether you're selling to builders 
or the do-it-yourself market, you 
offer more with L:O-F Glass Fibers’ 
Home Insulation. Your customers 
save up to 25% on installation .. . 
and they get maximum insulating 
efficiency! Just look at all the ad- 
vantages of this new, superior home 
insulation 

¢ Foil-faced vapor barrier re- 

sists travel of moisture —reflects 

radiant heat! 

¢ Lightweight weighs about 

one ounce per square foot. Blanket 


UOr 


GLASS FIBERS 


HOME INSULATION 





22 Circle No. 7 on Coupon, page 100. 


holds itself in place between studs 
and joists while handy tabs are 


stapled or nailed. Snug fit of 


blanket between framing mem 
bers also prevents leakage of heat, 
in or out. 

¢ Pleasant to handle—easily in 
stalled by one man! 

¢ Resilient —does not settle, lasts 
indefinitely! 

¢ Resists mildew—does not at- 
tract vermin! 


¢ Glass fibers cannot burn! 


Reflective Facing 


You save on storage and handling, 
too-—-compressed rolls take up less 
space, are easy to carry, load or de 
liver... yet, the insulation springs 
back to full thickness when unrolled! 


L‘O:F Glass Fibers’ Home Insu- 
lation is readily available, in stand 
ard widths and three thicknesses, 
from strategically located distribu- 
tor warehouses. For the name of 
your nearest distributor, write: 
L:O'F Glass Fibers Co., Dept. 58-426, 
1810 Madison Avenue, Toledo 1, Ohio. 


L-O-F GLASS FIBERS COMPANY 


TOLEDO 1, OHIO 


Makers of glass fibers by the exclusive “Electronic-Extrusion”’ process 
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WHAT WOULD YOUR OFFICE SAFE DO? 


Would it protect the 


able, inventory re« 


accounts rece) 


ords and other re« 
ords you need in business? 


Or would it incine / 


ite them 
your firm one of the 45 
that go out of bu 


out 


ine when ree 
are lost in a fire 


Hard to believe .. . but there’s a 


lumber yard fire every 4 hours. 
One out of every 14 U.S. lumber 
yards has a fire each year, 


HERE'S A CLUE: 
A recent survey showed that only 
lumber yard safes were actually 


3 out of 10 
“sate 


Find out about your safe! Get this new Mosler booklet, 
FREE to lumber and building supply dealers! 


IT’S AN EYE-OPENER! Twenty-four how 
pages packed olid with 
every Lumber and Building Supply tal 
dealer ought to know about his office Based 
safe. Tells why hundreds of these ale larwest builder of safe plus offi 

actually potential incinerators, how nd experience with 
to tell if yours is one of them 


yard fires. Gset your | 
records should get “priority protection est ye , Mail « 


wrovide the pecial protection 


information ish luable need, many other 


ct This booklet 


on the exper ‘ f the 


i iuthent 


re 


j 


The Mosler Safe Company, Dept 


320 Fifth Avenu, New York 1, N 
I want to test my office safe. Please send me a 
@ free copy of your nev ! | 


4 page bookict What 


Lumber Dealer Should Know Ab« 
I understand there 


put Other 
is no obligation 


PO 
iF IT'S MOSLER ... IT'S SAFE / 


% Mosler Safe “7 |“ 
Since 1648 | 


CITY 
World’s Largest Builders of Safes and Bank 


Vaults 


BUILDING PRODUCT M ERCHANDISE! Circle No. 43 on Coupon, page 100 








medium-priced 


iD) Defender \ocks 


featuring new 
Polaris and Sunburst Trim! 








You can offer your customers a 
CORBIN luxury lock for every 
door in the house — and still 
give them the choice of two 
economy price ranges! CORBIN * 
Defender and Guardian Locks 
give builders all the most- 

wanted lock functions for 
normal-duty residential use plus 
literally hundreds of distinctive 









styling possibilities! Both of 
these outstanding lock values 
assure easy installation, smooth 
operation, troublefree service. 
Both are fully guaranteed, 
You'll see their basic designs, 
handsome new trim, and a few 


featuring new Rancho Trim! 


© Exclusive “Spring Ring” inner rose plate maintains snug fit 
® Screw Slots on inside rose plate speed ossembly 

® External Ports in wrought bross, bronze, of aluminum 

® Internal Parts rust-resisting, precision-fitted, for long life 
© § Residential Functions | 


of their extra-quality features 





on these pages. Write for full 
details on all their advantages. 








Windsor Design No. 403 No De with 4318 
with 3’ rose auxiliary rose 


Guardian with new No. 2310 
Rancho 5°," trim 
on the diamone j 


No. 430 
Design with 
new 401€ 
No. 405 Design with new Polaris 
401 Sunburst 7” trim 10” trim 


P & F CORBIN Division 


Cirele No. 47 on Coupon, page 100 





Now you can earn valuable prizes in 


BIG NEW Dumoilon 


APRIL 1 TO JUNE 30 


LOOK AT THESE PRIZES! 


You know these beauties—the kind you’ve always wanted—the 
extra tools you need—made by America’s outstanding tool mak- 
ers. Just to whet your appetite here are a few: Stanley Veneer 
Trimmer, Porter Cable Bayonet Saw, Porter Cable Belt Sander, 
Stanley Router, Stanley Drill Kit... and many, many more. Plus 
such valuable “leisure” prizes as flyrods, reels, cameras, shot- 
guns, golf clubs, picnic jugs, etc. 

As a Panelyte dealer, you buy beautiful, long-lasting Panelyte. 
Get it in any of its wide range of patterns, including authentic 
wood grain, It’s the finest in laminated plastics and every square 
foot you buy between April 1 and June 30 brings you closer to 
a host of valuable prizes. 


COMPLETE MERCHANDISING HELP 


You get a whole raft of “bring-’em-in, sell-’em” sales helps that 
will make your job easier and help you sell more Panelyte than 
ever. Folders, stuffers, mailing pieces, ad mats, signs, displays 
... all are yours free for the asking! 


“TOOL UP” NOW FOR SALES 


Contact your local Panelyte distributor. (If you're not already a 
Panelyte dealer, you can be.) Someone's going to get these 
wonderful prizes. Why not you? Panelyte Division, St. Regis 
Paper Company, 230 Park Avenue, New York 17, N. Y. 


ST. REGIS 


PANELYTE 


Circle No. 14 on Coupon, page 100, April 16, 1956. AMERICAN LUMBERMAN AND 





New spurs for 
insulation sales 
to do-it-yourselfers 


428 HAMMER 
onTS TACKER 


: and Genuine vostiicy STAPLES 
\ ASK 


TO TRY One; 


Naar pire 
~ el 


Lied 


Bostitew 





the Jobs @ cinch 


Now 


see 


right front where all can 
you can display the Bostitch 7 
Tacker and Bostitch staples for both 
tackers hammers. Watch them 


spur sales of insulation, ceiling tile, 


up 


”» 
and 


screening. 

And with every sale you can hand 
customers our new instruction book- 
let entitled ““The Quickest and Easiest 
and Best Way to Install Insulation 
and Ceiling Tile.” 

3oth displays and booklets can be 
yours if you simply call your nearest 
Bostitch representative or mail the 


coupon below. 


MAIL NOW TO GET THE MOST OUT OF THIS OPPORTUNITY 


Fasten it better and faster with 


BOSTITCR 


SUILDING Propucts MERCHANDISER Circle 


when you useg, 


BOSTITCH... 


TS TACKER 


sey HANDY TACKER 
Wome SU bing PRODECY 


Nitta, © 


BOSTITCH, 744 Mechanic St., Westerly, R. | 


Please send the following 
Insulation disploy 
15 Tacker display 
Copies of the instruction booklet on insulation 


and ceiling tile 


City 


My Bostitch representative is 


Vo. 8 on Coupon, page 100. 





THESE 3 


NOW--FOR HIGHER PROFITS ALL YEAR 'ROUND 


Beauty Queen of the do-it-yourself market, latex paints are now the fast-growing favorite of both contractors and decorators. 


LATEX PAINTS... 


sales records smashed .. . 


@ new advertising program hits high gear 


Everyone is enthusiastic about latex paints. 
Sales have increased 500 times in just the 
last eight years! This astonishing success 
story is built on exclusive benefits such as 
easy application... no painty odor... 
quick drying smooth, scrubbable 
finish. Important user benefits like these 


assure top sales to do-it-yourselfers and 
professional painters alike—and growing 
profits for the progressive dealers who 
stock and push these modern paints. A 
sure-fire way to promote latex paints is to 
tie in with the big ad campaign sponsored 
by Dow. 





Backed by big-budget advertising —aimed at your customers! 


PAINTS—This year 
exposed to over 113 million advertising eter carefully 
designed to make more sales for latex paint dealers! These Dow 
sponsored ads appear in such publications as THE SATURDAY 
KVENING Post and L3 other magazines, 


your will be 


1, LATEX 


prospects 


28 


8 STYROFOAM The exceptional features of this unique 
insulation will be presented more than 5!5 million times in 
1956-—in magazines like BUSINESS WEEK which are read by people 
who buy this unusual product. Remember: The big schedule 
was selected to reach your prospec ts. 
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e STYRON’ 


guaranteed plastic wall 


tile for the luxury 
look that sells 


Looking for a boost in year-’round profits? 
Then sell guaranteed plastic wall tile 
made of Styron. As a certified dealer, you 
can guarantee that your tile, mastic and 
installation meet U. 5. Department of 
Commerce standards, eligible for FHA 
requirements. That means more satisfied 
more store traflie— more profits 
details from 


customers 
for you. Get full 
supplier today! 


your 


e STYROFOAM 


new favorite for home 
insulation assures good 


profits — fast turnover 


Proved for industrial uses, Styrofoam 
(a Dow plastic foam) is now available 
to meet fast-growing demand by home 
builders. This lifetime perimeter insu- 
mold and vermin, 


lation resists rot, 


Won't 


strong it supports concrete floors. See 


absorb water Light, yet 60 
your distributor about new profit possi 


bilities with Styrofoam. 





leading magazines will sell the luxury look of guaranteed plastic 
wall ule to 70,000,000 consumers and 2,616,000 building and 
management prospects 


Full-color pages in THIs WeeK and 12 other 


your customers among then! 


BUILDING PropucTs MERCHANDISER 


you can depend on 
DOW PLASTICS 


Circle No. 9 on Coupon, page 100. 





in the 


... famous advertising feature appearing in Good Housekeeping 


again is selling Flintkote Siding to your customers ! 


This time the editors and designers of ‘Best in 


the House” have shown Flintkote’s colorful new 


asbestos siding... Flintwood 32”! Picked it 
because it gives homes, old or new, special 
beauty, protection and economy 

Be ready with this beautiful new Flintkoté 
siding when your customers ask for it. And ask 
for it they will. Right after they see and 
read about Flintwood “32” in the April issue of 
GOOD HOUSEKEEPING. (They'll notice 
that it’s backed by this magazine’ 


GUARANTY SEAL, too 


famous 


Of course, the best thing to do is not to wait 
for customers to ask about Flintwood Asbestos 
Siding. Show it to them whether they ask for it 
or not in a display built around Flintkote 
promotional material 


Use a free four-color jumbo blow-up of thi 


‘Best in the House’’ feature 
motional materia! 


and other pro- 


You'll get these sales aid 
Flintkote Representative. Or write: 


s pronto Call your 
The Flintkote Company, Building 
Materials Division, 30 Rockefeller \G 

P05 v8 
Plaza, New York 20, N. Y. “ 


ke Ur 


> 
> Guaranteed by 


FLDINTOTE sige cnc Color Leader since!90! 
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All in OW 


one Hard-Selling ae 
Tool Department! 


10 terrific B&D Tools 
fastest moving Accessories 


Make your Power Tool Department sell more in less 
space. Feature the tools that have proved to be the 
fastest sellers. No extras, no slow movers. Concentrate 
your electric tools for greater impulse buying and self 
service. Display the accessories your customers want 
now! Plenty of repeat business. Your store rapidly be- 
comes ‘“T'ool-Headquarters.”’ 


Features: two famous 4%” ‘This modern, functional, $125 
drills; one *%” drill; one *4” display FREE! Also free with 
drill kit; one No. 44 Orbital display: 8 sales - stimulating 
Sander; one No .88 Heavy- shelf signs, fact & price tags, 
Duty Orbital Sander; one adhesive price stickers, attach 
No. U-i9 Jig Saw; 3 Heavy able catalog binder, contains 
Duty circular saws — 6!5" complete product information. 
7;/ 8"! 10 of the fastest sell- Shipped in one “package,” 
ing tools in the world-fa freight allowed. Floor space 
mous Black & Decker line! 36” x 42” 


mame «© Make 36025 Profit 
-first turnover! 


10 tools, over 340 accessories—the tools and accessories, 
actual store tests prove, your customers want most. 
Retail value, all tools and accessories, $1202.60— mer 
chandise costs you $841.82—a clear profit of $360.78. 
Plus free $125.00 two-way display— yours to keep and 
establish Tool Headquarters in your store! 


FOR YOUR $360.78 PROFIT STORY... ASK 
YOUR WHOLESALER OR WRITE TODAY! 


Please send more information on Electric Tool Department 
U-1101! Include complete product listings, prices and photos 
of display 


Name 
LOOK IN THE YELLOW PAGES UNDER “TOOLS-ELECTRIC” Address 


City Zone State 
‘ Send to: Tue Brack & Decker Mra. ( Dept. H-304, 
Towson 4, Maryland 


PORTABLE ELECTRIC TOOLS 
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The Peirce-Nichols House, Salem, Mass., built in 1782, Samuel McIntire, while 
in his early twenties and without any formal training in architecture, designed 
this house for a wealthy East Indian merchant of Salem, named Jerathmiel Peirce. 


Double Hung Wood Windows Add Beauty 


to 174-Year-Old Peirce-Nichols Home 


Relative ine apensiveness permits generous use 
of double hung wood windows with metal 
weatherstripping, even in the most modern 


homes 


An endless variety of design can be ac hieved 
with double hung wood windows. They are 
easily shaped and their surface receives and 


holds any type of finish 


Peirce was a man who could afford the best — and in this case got 
it, because this was considered about the finest wooden house in 
America. Not only was it MclIntire’s design, but every important 
piece of carving was done by his own hands, from the original urns 
that capped the fence posts to the doorways, cornices and mantels 
within. You can be sure it pleased Mr. Peirce. 

Adding to the beauty and design of the Peirce-Nichols house are 
the double hung wood windows . . . permitting ample light and ven- 
tilation for every room. The natural insulating property of the wood 
helped keep the interior cool because the heat of the sun could not 
readily penetrate. 

Today, double hung wood windows are still the most popular type 
of window for the modern home; and their efficiency has been in- 
creased by the addition of modern spring sash balance and metal 
weatherstripping to bring weather-tightness, seasonal adaptability, 
and economical maintenance. 

Architec ts, builders and home owners know that double hung wood 
windows with metal weatherstripping are best for durability, struc- 


tural correctness and operational ethic iency. 


WEATHERSTRIP esearch INSTITUTE 


OFFICE OF THE SECRETARY, BOX 128—RIVERSIDE, ILLINOIS 


MEMBERS: DORBIN METAL STRIP MFG CO NICHOLS METAL STRIP SERVICE 
GARONER WIRE CO PEMKO MFG CO 

ALLMETAL WEATHERSTRIP CO MACKLANBURG DUNCAN CO PRECISION WEATHWERSTRIP CO 

BARLAND WLATHERSTRIP MATERIAL CO MASTER METAL STRIP SERVICE REESE METAL WEATHERSTRIP CO 

CENTRAL METAL STRIP CO MONARCH METAL WEATHERSTRIP CORP SOUTHERN METAL PRODUCTS CORP 

CHAMBERLIN CO OF AMERICA NATIONAL GUARD PRODUCTS. INC WARNICA PRODUCTS 

OLNNIS &COLW) NATIONAL METAL PRODUCTS CO, INC ZEGERS, INC 
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COLORED LIGHTS on control panel 


when free, he phone control desk for 


(far right) show where each employe j 


hi 


next job 


Colored Lights Keep Track of Employes 


California dealer’s sys- 


tem shows job status of every 
employe all the time. 


A big panel with a series of col 
ored lights and 14 telephone exten 
sions has greatly increased the 
efficiency of the Atlantic Lumber 
Company’s operation. A_ simple 
personnel control system, it en 
ables the Bell, Calif., firm’s em 
ployes to keep profitably busy all 
the time. 

Dee Caspary, Atlantic executive, 
says time studies reveal that with 
the new system it is possible for 
counter and yard salesmen to ac 
complish as much in eight hours 
as they used to in ten. 

Basically, the system consists of 
a board of on-and-off switches, one 
labeled for each employe, that con 
trol a large panel of colored lights 
Every employ name is listed 
down the side of the big panel 
with four lights after each name 

Every one of the 19 employes 
is checked out on his particular 
job from the counter desk and the 
switchboard operator indicates 
each one’s position with a specifi 
light after his name. For instance, 
a yellow light snapped on the con 
trol panel means he’s “on duty.” 
When a salesman picks up a cus- 


tomer, a green light appears on 
the panel by his name. A red light 
indicates that employe is working 
“on stock” and a blue light signi 
fies “out on delivery.” 

Telephone stations 
every section are easily 
so that each employe can report 
to the desk when he is free. Light 
on the control panel change every 
time an employe reports a change 
In status 

The switchboard operator can 
tell at a glance when a particular 
employe is free, call over the 
speaker for his 
send him a new cus 
him to his next job. It never 
necessary for him to return to 
the counter for another a gn 
ment 

“With a glance 
panel, we can tel 
our sales strength 
and in the 
“It is easy to switch neip fron 


located in 


accessible 


whereabouts and 
tomer or assign 


yard, decl; aspe! 
one place to another as needed 
And without moving, order desk 
can follow the counter sales fron 
one customer to another and lum 
ber orders fron 
other ‘a 
The syst 

Lumber, wi: | 
and installed la 
separate wire 
switches and pane! were 


née eded 


by the firm’s electrician. Powe 
from the main 110 volt \ 
rent line through a tran 
and six-volt circuit. Cost 
ning the panel than 
month 

Phone are i | 
from the hocal phone 
that installed ich 
ment as the new PBX 
and 10 outside wire 


compa! 
special equip 
witchboard 
There wa 
a $200 charge for the install 
The 14 extra 


$14 rental per month 


phone ri 


lines are charged 
mercial 
“Of ot i (a pat 
vitchboard 
ort it 


nece ary 
“with a 
manned al 
large 
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More Dealers Than Ever 
are Now Reading 


AMERICAN LUMBERMAN 








New 









Andersen 






Flexivent 













B a al te) ie k Strong, spring steel operator arm iioves through housing, attaches 
to deflection bar anchored to sash bottom rail. Note arm is hinged in two 
place i & b), permitting three open sash positions without extending 


into the room 


ry Ge fe : , 
r) 7 l | I = 5 lor the first time, the Andersen Bar-Lock ¢ yperator* 


brings to the market a bar-type operator combining 
, ; — exceptional strength, weathertight sash closure, and 
tight closing | : 
' operating convenience at low cost. 
2 The secret of the Andersen operation lies in the 
2 . = =e 
in lOw- we St exclusive deflection bar attached to the bottom rail 
of the sash, providing a favorable bow that causes 
: dations o the corners to close first. The operator arm is at- 
underscreen | | , 
tached at the center of the deflection bar. Cam and 
lever action closes sash tightly with little effort and 
operation ejects it for easy, opening, 
Special aluminum sereen furnished for use with 
Bar-Lock Operator is fitted snugly around housing, 


which has a flange to hold screen at the bottom. 













*Patent pending. 
12-inoh Detiection Bar in Operating arm is instantly detach Strong zinc die cast housing 
place on sash bottom rail, Curve able from deflection bar to permit is securely fastened to frame. Mould 
in bar deflect uw! oO corners wide opening of sash in important ed nylon bushing witl pring leaf 
Cho alety feature ilso makes it easy to provide moot quiet operation 





and protects against insect 





clean glass from the inside, 


















new Seal-Trim 






Andersen Seal-Trim* is a complete exterior trim pack- 
age with casings, subsill, and flashing plus a vinyl 
sealing gasket. All parts are pre-cut and pre-fitted at 
the factory to assure exact fit for most standard Flexi- 
vent group installations. Pre-formed aluminum flashing 


*Patent. Pending 








Aluminum fiashing, shown in shaded area 
is formed and cut to length at factory, 











Viny! gasket, shown in drawing dovetails 


into back face of exterior casing 


tighter installation of Andersen 
Flexivent’ Window groups 


provides easier, 







the sides, and 


specially horned and milled subsill provide an easy- 


at the head, resilient vinyl gasket at 
to-install, highly weathertight joining with any type 
of wall. Treatment of wood parts with Andersen toxic, 
water repellent preservative assures long life. 








(a) Seal-Trim subsili is milled and horned for exact fit 






against heatt 


(b) Viny! gasket compressed 
weathertight seal 
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builders say Flexivents” help 
sell homes...eliminate call-backs, 
speed building schedules 


All over the country successful builders are now using 
Andersen Flexivent Units in homes they build for sale. 
Customer sales appeal combined with low cost, high 
quality and economy of installation has made the versa- 
tile Flexivent their first choice. Now, with the new Bar- 


Lock Operator and new Seal-Trim, Andersen I lexivent 


Windows are a better window value and have more sales 


appeal than ever before! 


Here are a few of the builders who say Andersen 
llexivent Windows help sell homes, 


“With Fle 
appeal 

ays F. A. Arche 
Archer Compan 
feel Andersen 
benefit us mar 
bl peed 

Qur call-back f 
inated, Appea 
proved and sali 


ind Phillip Kal 
elden Country 
hlexivent 
cost allowed 
vulded hght 

ire this t 


eve lopine nt 


Andersen Windowalls 
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WITH 
BIRD’S 
NEW 


olor Service 


Bird’s new Color-Keyed Charts and Displays help 
you make your yard the color center of the neighbor- 
hood. Now you can cash in on the wave of color- 
consciousness that is sweeping the country . . . color 
in automobiles, in home interiors and now in home 
exteriors, 

With Bird’s Color-Key service you become an expert 
in exterior decoration! You can give authoritative 


BIRD 


Rools & Sidings 


BIRD 
Cc 3 


advice on harmonizing roof, wall and trim colors, so 
that homes look their best. 

You'll sell more Bird roofing . . . and you'll make tie- 
in sales of paints, brushes and other decorating items 
for even greater volume! 

Ask your Bird salesman . . . or write today to Bird 
& Son, Dept. AL-4, East Walpole, Mass., and we'll 
see you get everything you need to cash in on color! 


BIRD HELPS YOU SELL WITH FULL PAGE ADS 


IN YOUR LOCAL SUNDAY PAPERS 


Yes, Bird is running the most powerful ad campaign in roofing 
history, right where it will do you the most good in your own 
local paper! You get the prestige of color national advertising, 
plus the power of local advertising reaching potential customers 
right in your own neighborhood. 


Your name can be in every BIRD ad! 
Ask your BIRD salesman how to qualify. 
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This new film licks a lot of 
builders’ headaches—gives you 
a high-profit item... with 
unlimited sales future! 


Your customers lose plenty when it storms— 

but here’s how they can lick the bad weather problem 
with Ger-Pak film...an opportunity for you 

to help your customers and ring up extra sales for 
yourself at the same time! 


For Ger-Pak is completely moisture-resistant! 

It installs quickly when a storm is brewing—or at 
days end...stands up to winds. Very light 

and easy to handle with ease...rolls of film up to 
20 feet wide, 100 feet or more long. Ger-Pak 

film can be used over and over again—so handy the 
builders always find new uses that keep 

orders coming back to you. 


You know you're selling top-quality poly- 

ethylene film when you sell Ger-Pak too—for 

it’s produced by Gering, pioneers in modern plastics 
for over 30 years! Ger-Pak film is available 
transparent or black color. For complete details 
and free sample, mail the coupon today. 

No obligation, of course. 


FOR FREE SAMPLE! 


POLYETHYLENE FILM 
GERING PRODUCTS, INC. 


KENILWORTH, N. J. 


LALA 


TALL 
“ttt 


ee a ee oe 
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SHUT THE DOOR with GER- 
PAK FILM...no rain gets past. 
Tack film to studs or staple 
Ger-Pak on large wooden 
forms that can be placed 
where needed quickly. 


QUICK TENTS for bulldozers, 
tractors. Just spread Ger-Pak 
film over them and fasten. Pro- 
tects against rain, dew, hot 
sun. Saves plenty cash and 
trouble. 


KEEP LUMBER DRY with 
GER-PAK FILM. Cover mill- 
work, cement bags, iron pipe, 
concrete blocks—anything thot 
needs sure moisture protection, 
Cover goes on and off quickly, 
lasts indefinitely, 


SURE CURE FOR CONCRETE 
is the new, easy Ger-Pak way. 
After levelling concrete, con- 
tractor merely sprinkles lightly 
with water and covers with Ger- 
Pak film until cure is complete! 


GERING PRODUCTS INC 
Kenilworth, N. J. Dept. AL 


For complete details and free sample, fill out coupon 


and attach to Company letterhead 


Name 
Company 


Address 


ee 


Pioneers in modern plastics for over 30 years! 
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Watch the penguin 
Insulite wool... 


TINA 


asuraTine Woot 


INSULITE 
WOOL 


Your Insulite salesman will wash your windou build a window display sel upa 


INSULITE 


WOOL 


made of 
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sells easy...sells fast...stays sold 











build your sales of 


all 
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wool display on your floor . 


Mr. Penguin and your Insulite representative 
are going to help you get cool profits this summer 
from Insulite Wool. They’ll help you sell folks who 
want to stay cool this summer .. . cut air condi- 
tioning costs...save fuel next winter, too. 

Your Insulite representative has a complete kit of 
“Mr. Penguin’ sales materials—tested and ready- 


INSULITE, Made of hardy Northern wood 


Insulite Div 


summer 








sion of Minnesota and Ontario Paper Company, Minneapolis 2 


keep Out 
* Summer 





long: 


i 
é 










heat 











help you plan mailings, other advertising and sales promotion 


to-go. He'll wash your windows. Put up display 
Help you with direct mail, envelope stuffers, ad 
mats, radio scripts, sales promotion 

Insulite’s big Insulating Wool Promotion mean 
business—spring and summer wool business—extra 
profits for you. Find out more about it right now 
2, Minnesota. 


Write Insulite, Minneapolis 


Minnesota 


+, 
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34 Ways to Get More Capital 


At recent workshops sponsored by American 


Lumber man, ce ale ra were asked Ww here they sé 
cured additional working capital when they 
needed it. A total of 34 sources were uncovered 


“He follow 


1. Big city correspondents of local banks. 
Smaller town banks are often limited in the 
amount they can loan to any one customer. In 
cases like this, dealers have persuaded their 
bankers to call a conference with a bank or 
banker in nearby cities who gave them addi 


tional ling of credit 


2. Do more installment selling and discount 
the paper. As a matter of fact, if a dealer will 
make the right kind of consumer sales he can 
finance with other people’s money an unlimited 
expansion in his sales. This is done (a) by using 
warehousing wholesalers for inventory, and (b) 
by discounting the monthly payment notes aris 


ing from the ale 


3. Translate present accounts receivable into 
discountable monthly payment papers. Several 


finance companies will buy this 


1. Arrange construction loans for your con- 
tractors instead of carrying them 90-120 days 
Make them pay the cost and they may pay you 
first instead of last 


5. Arrange longer terms from people who 
ell to you and shorter terms for those you sell 


on credit 


6. Use your personal and family money in 


your business, taking short term notes for same 
Borrow on your insurance policies 
8. Mortgage your real estate. 


9, Sell your real estate and rent it from the 


buye 
10. Turn other fixed assets into cas 


11. Sell preferred stock to relatives, friends 


and local citizenry 
12. Sell common stock to local people. 


13. Call in investment banker to re-finance 


your operation 


14. Use trade acceptances in buying 


15. Take in partner with additional capital. 


16. Merge with other company (a tax loss 
helps). 


17. Advertise and intensively promote cash 


sales. 


18. Cut down on extension of credit that uses 


your capital. 


19. Lease equipment including trucks and 


salesmen’s cars. 


20. Buy needed equipment on a depreciation 


basis 


21. Induce manufacturers to provide inven 
tories on consignment basis. 


Use inventory loans and field warehous- 


23. Pay employes well for the use of their 
savings and investments. 


24. Borrow on accounts receivable. 


25. Sell common or preferred stock to con 
actors and repeat buyers. 


26. Temporarily reduce less profitable vol 


ume, 
27. Issue bonds and debentures 
28. Lease a part of your space. 


29. Stop paying dividends until capital is 
adequate, 
30. Reduce management’s take 


31. Participation loans by Small Business 
Administration, Washington, D. C. 
32. Hire a collection agency to recover past 


due accounts receivable. 
33. Reduce inventory and increase turnover. 


34, Small Business Administration is now 
offering group loans for pool buying by small 


businesses. 


Readers who can add to these sources are 
urged to write. 
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You create new sales and 


you make more on every foot sold 


The Bruce 


standing appeal for builders and do-it-yourself 


distinctive floors shown here have out 


customers... for new homes and remodeling 


High 
charm at no extra cost because 
the expense of on-the-job 
Bruce Block, Ranch Plank 
well as Bruce Prefinished Strip) all have the famou 
“Scratch ‘Test”’ baked-in the for 


beauty and long life 


in style and beauty, they homes extra 


give 
sruce has eliminated 
finishing 


sanding and 


and Fireside 


finish, at factors 


With these floors you can stimulate new business and 


And every 


an 


ple ase every custome! sale is worth more 


to you because you make extra profit on the 


finish in addition to your regular flooring profit 


Write for prices and literature 


Plank (as 


SJavler— 
miele) a 


New display makes sales easy 


Puts here 


hardwood flooring out 





FOR EXTRA PROFITS 


Lumberyard Customer Survey 


We aislike= 


n 
me-consum 


inconvemie™ 


f 
poor parkiné 


stupid - 


¢ shop 


¢ store 
acilities 


pine 


hours 


Yard customers say... 








“We’re Satisfied but UNDERSOLD!” 


Part 1 


Several months ago in the Chi 
cago area customers and home 
owners began telling trained in- 
terviewers precisely what they 
thought about retailers of lumber 
and building materials, 


The results are in now and they 
pin-point the tremendous opportu 
nities just ahead for retailers in 
this industry. Some of the public’s 
ideas are incorrect and far from 
flattering. Yet there is nothing 
that can't be overcome by creative 
merchandising and a clear under 
standing of what the customers 
want today 


Here are just a few of the im 
portant findings uncovered: 


* the public itself says they are 
undertold and undersold. 


« retail yards have created little 
store personality compared with 


About the Survey 

his t¢ the firet nationa evag fa survey 
" neumer attitudes and the retail lumber 
dealers, prepared t the research staff of the 
Tribune, Nearly 1,400 people were in 
terviewed, Some f the interviews were made 
on the spot in 15 Chicago erea yards. Also inter 
viewed were a carefully selected group of re 
resentative homeowners. This is believed to f 
the first comprehensive surwe f sts hind 


Chicago 


44 


other types of retailers. People 
find the yard a dull place to 
shop. 


the dealer all too often stresses 
the drab raw material rather 
than the end-result—a home or 
home improvement. 


the customer wants more self- 
service, better parking facilities, 
well-trained clerks. 


rarely does the customer know 
or appreciate the many new 
services now offered by the 
lumber dealer. 


The first article in this series is 
concerned with the public’s gen 
eral feelings about lumberyards, 
how the customer shops in the 
store, what they like in the way 
of merchandising and advertising 

Unexciting Place 

The public sees the lumberyard 
today as an unexciting place for 
buying bare essentials. Shoppers 
feel that the yard offers none of 
the stimulating ideas for buying 
that one finds, for example, in a 
department store. 

When people were asked to com 
plete the sentence “a lumber- 
yard ”" the answers were un- 
imaginative and colorless. They 


April 16 


merely wrote in “has lumber, has 
building materials is a place 
to get materials.” 

There was no expectation of buy- 
ing anything extra. Many inter- 
viewed said they usually made only 
minimum purchases because so few 
yards displayed products in an in 
teresting and effective manner. 
There were few displays that 
stressed beauty and ease of appli 
cation of the product. We are, they 
said, undertold and undersold 


Sell the Cake 


This report compared lumber 
and other basic materials to flour. 
Producers of flour once sold the 
quality of the product itself. Now, 
they relate it to a pie, cake or 
something to eat. The emphasis is 
on the exciting end-product. Car 
ried out in the yard, this would 
suggest visual presentations of 
model homes, remodeling ideas 
and perhaps a demonstration home 
on yard property. 


Dealers and Customers 


While the customer would ap 
prove many improvements in the 
yard, they do seem to know their 
local dealer and what he sells 
Please note, however, that only 
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9g 9° 
29.2% 


action. 


had a strong, favorable re 


¢ has lumber, building prod- 
eres ee ee 


* is a good place to shop, 
good service, convenient. . 29.2“ 


¢ doesn’t appeal to me, con- 


fusing, costly, crowded... .6.0% 
¢ seldom go there ...... » 20% 
A OU os p xen dkkaesiss 5.4% 


Public Dislikes 


The people interviewed had defi 
nite and strong dislikes about 
lumberyards. Their comments were 
as follows: 
¢ time consuming, slow serv- 

ice, lack skilled help, lack 


WWE bb 0c sb db 000 08 27.9% 
* crowded, chaotic, insuffi- 

cient parking, inadequate 

ee oe oo bl OK 
* nothing—can find no 

fault Pees cette ws 18,1° 
¢ prices too high. I buy too 

SE to a's b'6 as «9 on 0 kd 17.4% 
* getting poor material, con- 

tinued shortages ........ 10,2° 


inconvenient location, poor 
deliveries, inconvenient 
hours 


Impulse Buying 


The survey suggested that one 
of the biggest weaknesses in yard 
merchandising was in impulse 
selling. As a remedy the Tribune 
recommended: 
¢ attractive in-store advertising 
¢ diversification of lines 
¢ tempting displays 
¢« good salesmanship 


Lumberman will soon 


series of articles on 


American 
begin a new 
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fixture merchandising designed to 
help dealers improve impulse sell 
ing. Each product will be shown 
merchandised on a store fixture of 
{merican Lumberman design 


Ads that Sell 


Advertising emerged in the sur 
vey as one of the most effective 
ways to create the right impres 
sion to the customer or potential 
customer. The public fourfl yard 
ads generally useful as follows 


¢ useful or very useful 64.6° 
¢ not useful ..... 35.4% 
One clue to the kind of adver 


tising needed for the future is the 
suggestion that new ideas and prod 
ucts should be stressed in ads. Too 
often, the report said, yards at 
tempt to keep up with trends to 
keep stock in line with home deco 


ration after the fashion has been 
established 
The newspaper suggests that 


yards should keep ahead of fash 
ions as often as possible. Some 
ads, the Tribune said, should em 
phasize color, decorative and style 
factors instead of price and util 
ity. Such ads, they comment, would 
attract a woman customer who in 
itiates many home projects. Clos 
ing the gap between the retailer 
and national advertising with local 
ads, was said to be especially im 
portant, 

Only one-half of the people sur 
veyed said they watched prices in 
building material advertising. On 
the whole, they approved ads that 
talked about packages rather than 
individual products. This held for 
both new homes and remodeling 
projects. In the past year, American 
Lumberman in its regular feature 
“Ad-of-the-Week” has been slanted 
along these lines as a service to 
dealera 


rhe survey mmented that 
have a Oppo! 


more sales if they ap 


yards tremendous 
tunity for 
peal to a 
pride in hi 
home, they 
on shows his position and pro 
perity to his neighbors. 
Every ad, the Tribune 
should be planned to correct the 
public’s present impression that 
the yard today | more than a 
“glorified warehouse, a depot for 


boards 4 


homeowners sense of 
home. Improving the 


Say is one Way a per 


said 


Trading Area 


Exceptionally interesting and 
helpful yards will draw custom 
ers from a great distance, but on 
the whole, 10 miles seems 
the limit for most customers. The 


about 


survey revealed the following 
Yara tomers 
Up to 2 miles 1.4 miles 
40.9%, 4.2% 
6-10 miles tal Upt ’ 
48%, 89 9° 


It should be noted that the 
covered a large city. In smaller citle 
and rural areas 30 miles is now 
typical for drawing customers 


urvey 


Gripes About Lumber 


a need to ex 
lumber 
It was the only 
criticism 


to be 


coat of 


There seems 
plain the present 
to the customer 
product singled out for 
from the price point of view. The 
survey analysis suggested that ex 
planatory advertising, signs in the 


store and informed employes should 
correct this situation Whenever 
possible the quality of the product 
and protection now being giver 


customers should be tre ed 


Mext issue 


t 
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PAVED DRIVEWAY 


ible 


po 


WORK BENCH in 


i upported 
hold up the 
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by 


root 


’ 


to load trucks 


the 


the 


and doors on both 
rapidly and 


ame posts 
main shed 


with 


the millwork shop 


that 





ends of the 204-foot-long main shed 


a minimum of congestion 


Pole frame construction gives 


More for Your Building Dollar 


At no extra cost, this In- 
diana firm got an additional 
5,000 square feet of space by 
using pole frame construc- 
tion. 


After 
of 


comparing construction 
pole frame with 
ventional building systems, Lake 
County Lumber Co. decided in 
favor of the pole system to house 
its entire office and building ma 
terials storage facilities at North 
Hayden, Ind 


costs con 


make 


“With the pole system we built 
a 210 x 64 foot building for $35, 
000,” yard manager Robert 
Cook. “Using conventional build 
ing methods, we would have been 
able to erect a building 126 x 64 
feet for the same cost. So by using 
the pole system, we got a bonus 
of almost 5,000 square feet of floor 
area for the same money.” 

The firm has erected two pole 
type sheds within the past six 
months. The main building, 210 x 
64 feet, houses the showroom, of 
fices, millwork shop and building 

(continued on page 97) 
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NOW...The World’s Greatest Insulations Made 
Even Greater...with the TRIPLE PLUS’ of & 


REYNOLDS ALUMINUM FOIL! 


Here’s an important new sales feature that you can promote imme 
diately, dramatically ...tying in with a sensational consumer cam- 
paign.t There’s no other detail in your specifications where the plus 
in cost is so small and the plus in value so big. Take full advantage of 
it. Use and feature Insulation that carries the TRIPLE PLUS of 
Reynolds Aluminum Foil! Reynolds Metals Company, General Sales 
Office, Louisville 1, Kentucky. 


tStarting with a double-page full-color spread on aluminum foil in 
May “BETTER HOMES & GARDENS.” There has been only one previ 
ous two-page ad on foilin a major national magazine (April 1955 BH&aG) 
.and it scored one of the highest readership ratings ever recorded! 


See “FRONTIER,” Reynolds great dramatic series, Sundays, NBC-TV Network 


These Famous-Brand \ 
insulations now Feature ; Spill OLA 
this Extra identification... Wl p cane ob’ ee eg _. Cums 
This insulation uses the asanl 
Sa TRIPLE PLUS ofl around: These insulations feature 
Reynolds Aluminum Foil the TRIPLE PLUS in on- 
completely encasing the other form: Reynolds Sealtite These insulations give you the 
batt on oll four sides, Aluminum Foil one side, ese.ation TRIPLE PLUS in will another way 
giving the full adven- kraft paper painted alu- ~ hey have layer of Reynolds 
tage of reflective foil. minum onthe other sides. Aluminum Foil on one side of the batt 


THE FINEST PRODUCTS MADE WITH ALUMINUM ARE MADE WITH 


REYNOLDS & ALUMINUM § 


TRADEMARK BY THE MAKERS OF REYNOLOS WRAP 
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Champs with a new 
power punch! 


These new Task-Force light- and medium-duty jobs 
pack the biggest power punch in Chevrolet truck 
history with a modern V8 for every model and an 


automatic drive for every series! 


ee sat 


Ar yr, Conti 


ESS == 


High-powered V8's and 6's! 


V8’s are standard in medium-duty L.C.F. 
models, available at extra cost in any 
other lightweight or middleweight model 
you choose. Here’s modern short-stroke 
power for increased engine life and lower 
operating costs! New Task-Force valve- 
in-head sixes, rated tops for economy, are 
more powerful than ever! 


Two work-saving automatic drives! 


Revolutionary new Powermatic, with 6 
fully automatic forward speeds, available 
for most middleweight truck models! And 
you can get Hydra-Matic in all truck 
models rated up through 1!'%4 tons! Both 
extra-cost options. See your Chevrolet 
dealer for details. . . .Chevrolet Division 
of General Motors, Detroit 2, Michigan. 


Feneveoer MS ah" VA Ob? b DAYAL 0) A yh 
TASK:-FORCE TRUCKS 


Anything less is an old-fashioned truck! 












TEXAS BOOM IN SHADE-SCREENING SALES 
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, Test promotion of Kaiser Aluminum Shade-Screening in Fort 


¢ 
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A NEW sales promotion —which sent Fort Worth and Dallas dealer sales of Kaiser Aluminum Shade-Screening 
up 171% in just one season —has now been expanded to do the same for you! 


Powerful 3-Punch Promotion! 






3. NEW SELLING AIDSI 






ij 
1. TELEVISION! Potential customers 


' will see dramatic demonstrations \ 
of this new window screening that 
keeps homes up to 15°” cooler! 





A brand-new selling kit 


ay 
hen contains all the “do-it 
yourself” information your 
TH] customers will need—a 


real sales clincher! But 
% that’s not all. you get 
photo kits of residential 
and commercial installa 





2.NATIONAL ADVERTISING! 


Your customers will also see big, convincing advertisements 
in such top magazines as Life, Saturday Evening Post, 
Time, Newsweek, Business Week, Fortune! 






tions, sample mailing 





pieces, consumer folders, 






counter demonstrators 


| ot colorful window banners, and price calculators. In addi 


‘ Ox Fortune tion, TV spot films, radio scripts, and newspaper mats are 
OST provided for the generous cooperative advertising program 

ee Eq for qualified dealers, All these selling aids will help bring 

the ; ; »! 


big boom in Shade-Screening right into your store 













ALL THIS... PLUS MORE THAN 50% MARKUP! so don’t delay .. . send coupon today for free sample 


demonstrator, complete information, and names of your nearest suppliers 


SHADE-SCREENING 


ee Kaiser Aluminum 


NEW KIND OF WINDOW SCREENING KEEPS HOMES 16% COOLER! 








Kaiser Aluminum & Chemical Sales, Inc 






Room 5433, Consumer Service Division 
1924 Broadway, Oakland 12, California 










Please send an actual sample of Kaiser Aluminum 
we how Shade-Screening so I can see how it works. Also send 


i complete information, including the name of my 
rays before 










nearest supplier 





a ee 
T slanted louvers 
rays, thus redu 


room temper 


INSTALLATION 


bined track 


imple 


trusion eliminates extr work 
at cut to de 


‘ ter 


mooth ACTION 


Tempered and machir 


track and glide ride 


The new 


EPCO #821 TRACK FOR 
/'' BY-PASSING DOORS 


Handsome new design in ex- 
truded aluminum combines two 
machined fibre inserts into one 
piece for simple, fast installation. 
Te be used in conjunction with 
EPCO #1801 Clide and the new 
48A34 Upper Cuide Companion 
piece of extruded aluminum. 





48A34 UPPER GUIDE 


4 Vv | 
/ Cot 
| 
A a . bd 
wat paca ar { ren 
& ome 


 g2t TRACK 





SEE YOUR JOBBER 


rll | 


The ENGINEERED PRODUCTS CO 


P.O. BOX 118 FLINT, MICHICAN 


Cirele Ne. 01 on Coupon, page 100, 
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KIDS LOVE ’EM. Handy utility 
house is displayed near dealer's 
showroom 


GARAGE DISPLAY in same 
area helps bring in about 10 
sales per year 


Utility Houses Provide 40% Markup 


Customers find many 
uses for small prefab turned 
out by Pennsylvania dealer. 


Sales of 12 to 15 utility houses 
per year provides the Henry 
Palmer Lumber Co., Langhorne, 
Penna., with a 40% markup on 
each $179.95 unit and keeps the 
shop profitably employed during 
slack periods. 

“The little 6’x8’ prefab build- 
ings are a fine promotional item 
for us,” says Henry Palmer, Jr., 
general manager, “because people 
find so many uses for them. 
They’re used as children’s play- 
houses, utility houses, lawn and 
garden storage houses and even 
as laundry rooms.” 


Jest sales season for the build- 
ings is spring as most are used in 
connection with gardening. Sev- 
eral were delivered last Christmas 
as playhouse gifts for children. 

Customers can buy the house 
completely assembled or precut 
complete with bolts and instruc- 
tions. Almost all customers pay 
cash for the units. 


Two mill mechanics precut the 
pieces and assemble the units dur- 
ing slack periods in the mill. 


The mill also turns out parts for 
precut garages. About 10 are sold 
each year at $385 for the do-it- 
yourself package or $485 erected. 
Prices include the overhead door, 
but not the foundation or concrete 
floor. Most sales of garages also 
are cash transactions. 
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A New Spring Fromotion 


from 


Cortain-teed 





Designed to build 
home-improvement 
sales for you! bh fier Dering 


All winter long homeowners have been 
planning springtime home-improvement proj- 
ects. We've been planning, too planning a 
program that will help you to land your 
share of this business. It’s ready for you 


now—and here’s what it includes: 


I. A colorful, eye-catching 18” x 24” poster, 
which you can display in your window 
or feature inside your store... : 

4 ee 

2. kour smartly designed product folders ~ & } TL ange) Lye? , 

promoting ertain-teed Roofing and ' p 

Siding, Bestwall® Wallboard, Fiberglas* ee re 


ee. pas 
Insulation, and Bestwall Paints—all soonest cela 





imprinted for you so you can laune h 


your own direct-mail campaign 


With “Operation Home Improvement” mak 
ing more and more people "‘fix-up” conscious 
now's the time to reach them with this 
program Be sure you have the top-quality 


Certain-teed produc ts they need. Be sure to 


get all the details without delay! 


*Trademark OCF Cory 


Re 


JUST MAIL THIS COUPON TODAY => 


Certain-teed eS 


CERTAIN-TEED PRODUCTS CORP 
Ardrnore, Pennsylvania 

“—"" Yes! Send me full details about Certain teed's new 
OES. U.6, PAT. Or9 ] Spring Promotion 
Quality made Certain... Satisfaction Guaranteed %, 
CERTAIN-TEED PRODUCTS CORPORATION 
ARDMORE, PENNSYLVANIA 
EXPORT DEPARTMENT, 100 EAST 42ND ST., NEW YORK 17, N_Y 
ASPHALT ROOFING » SHINGLES « SIDING « ASBESTOS CEMENT SHINGLES 
GYPSUM PLASTER « LATH « WALLBOARD « SHEATHING « ROOF DECKS 
FIBERGLAS BUILDING INSULATION e ROOF INSULATION e« SIDING CUSHION 
PAINT PRODUCTS—ALKYD « LATEX « CASEIN « TEXTURE © PRIMER-SEALER 


BUILDING Propucts MERCHANDISER Cirele No. 42 on Coupon, page 100. 
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SCALE MODEL of the panelized, precut house is an excellent sales tool. Prospects 


like to examine construction detall:s 


How a Pennsylvania dealer 


Sells 2,000 Do-It-Yourself House Packages 


MODEL HOMES bullt by Main Line on U. S. route 30 is a mecca for home buyers on weekends. 
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wom ar ex Mt ey ee 


a VS 


AAA 


KITCHEN PACKAGE FOR $1,059 includes 12 
ard (foreground) 
refrigerator 


able 


» . - . oe M4 Ny . » 
Promotion program is pe voed 


on these points: 


Easy financing — three plans 


Add-on packages for kitchen, 
bathroom, heating and electrical 
needs. 


Strong promotion by mail, news- 
papers and model home demon- 
strations. 


PART Il. 


(This is the second of two articles on the Main Line's 
package home program. The first article, March 19, 
described the firm's fabrication layout and why people 
bought Main Line's houses.) 


SUILDING PRopUCTS MERCHANDISER 


item listed on the 


ranging from cabinets to built-in oven, rang 


Electrical, bathroom and heating packages are also 


In step with the publi growing acceptance of 
package homes, Main Line Lumber & Millwork Co., 
Wayne, Penna., last year made the lion hare of it 
$4 million volume by selling 1,000 ready-to-build 
homes to consumers. 


Packages and More Packages 

“There are a great many advantages for both the 
dealer and the customer in gales of packaged homes,” 
Says executive vice-president Ralph Madway. “For 
one thing, the package includes all materials with a 
fair mark-up on each product 

“In addition to the 
includes the shell and interio1 
a dozen add-on pac kages that home buyers 

“About 20% of our custome! more 
of the extra packages last year. They found that ou 
mass buying saved them money.” 


package, which 
there are about 


basic house 
trim 


need 


bought one or 


Extra packages currently being offered with Main 
Line homes include: kitchen, 12 items, $1,059; ele 
trical, 18 items, 338; 19 items, $302; heat 
ing, $331; and others 

As a 


consid 


bathroom, 


ample of how add-on package can add up to 
sales, the 1955 Mainliner kitchen 
package includes: built-in oven and range; exhaust 
fan; refrigerator; and wall cabinets; sink 
laundry tray combination; chrome 


erable extra 


and 
sink 


base 


Taucets;: 
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tomorrow Ss es & 
will he buy 
from you? 


As you read this advertisement a half-million of the best 
tool customers in the world are receiving their personal copies 
of the fabulous Goldblatt catalog 


They are going to read it with interest just as other gener- 
ations of journeymen and contractors in the trowel trades 
have been reading Goldblatt catalogs for more than 70 years, 
During these years the Goldblatt name has come to be synony- 
mous with quality in the minds and experiences of nearly 
works with trowels masons, cement fin- 


every mor wi 
ishers, plosterers, tile setters, tuck pointers and dry-wall 


applicators. They know that this famous catal g is the only 


single source ever published that lists pictures de- 
scribes and prices every possible item and piece of equip- 
ment they v ever need in their work. It's a virtual encyclo- 


pedia « f trowel trade tools Many of these tools are available 


nowhere else in the world 


Your Customers Read It 


Chances ore that three out of four trowel trade customers 


who come in y store have a well-thumbed Goldblatt cata- 
log at home ‘ read it, They know the items. They know 
the quality « specif ions, They ore pre-sold before they 
our store. They are pre-sold on Goldblatt! 


come y 


You Can Get This Business! 


A few of these men vy 
very few! Nine time t of ten the catalog stimulates sales 
niy for the I i! dealer 

if a Goldblatt dealer is handy! Your prices 


And no wond 
ore exactly the P s those in the catalog and the buyer 


it order direct from the catalog but 


saves postage t ways. If you stock the item, he saves 


time, too. And remember, you can sell any tool or piece of 


iialog et a profit! 


equipment in the 


Be Sure You Have Your Copy 
Handy When Customers Come In! 


Write for the Goldblatt Dealer 
Plan Today! 


iblatt /tool co. or 


™ 1944 Walnut Street, Kansas City, Mo. 

me my personal copy of the Goldblatt 
slog, dealer's price list and full details 
understand there is no cost or obligation 


Store Name 
Address Zone 


City Stote 





Circle No. 15 on Coupon, page i100. 








MATERIALS HANDLING EQUIPMENT moves these 
panels. Inventory for 250-300 houses is maintained during 
peak season 


drain fittings; plastic laminate counter top; floor 
tile and mastic; and wall tile and adhesive. 

“In addition to these packages,” says sales man 
ager Herb Gross, “it would be a logical step to also 
offer lawn and garden packages, outdoor living pack 
ages, recreation packages and maintenance tool 
packages. Some, and perhaps all of these could be 
financed as part of the mortgage on the house.” 


Financing System 


Main Line maintains a revolving fund of about 
$250,000 for customers who wish to finance their 
homes with the company. About 30% of the customers 
use this financing while 70% pay cash. The majority 
of the 70% borrow from lending institutions and pay 
the dealer at once. 

The company has three financing plans: The most 
widely used plan involves a down payment of 15% with 
a five year payout period at 6% interest. Also two no- 
down payment plans. The no-down payment plans are 
restricted to certain localities and are pushed fot 
promotion purposes. In all cases where customers fi 
nance with Main Line, they must first own their lot 
free and clear. 

The homes, which range in price from $1,795 to 
$3,295, are sold mostly to families in the lower and 
middle income groups in small towns. In the past three 
years, the firm has financed more than 400 homes with 
no defaults. In fact, less than 20 payments have been 
more than 30 days late in the entire period. 

The company frankly encourages the customers to 
finance or re-finance their homes with local lending 
institutions as soon as possible. Under this procedure, 
the company receives payment in full, and the cus- 
tomer enjoys the advantages of lower interest rates. 
About one-third of the customers who start financing 
with Main Line re-finance and pay the company in full 
within the first year after purchase. 


Better Financing Needed 


“Our present financing plans are workable, but there 
is vast room for improvement,” admits Madway. “If 
we could establish a no-down payment plan with a 10 
year payout, there would be virtually no limit on our 
sales 

“Banks are historically leery about making loans on 
do-it-yourself houses; but, our experience proves such 
customers are good risks. We are now attempting to 
work out a better financing plan that will enable cus 


(continued on page 58) 
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Lots of little ads tell lots of big 
about 


TRADE-MARKED 
é 


ENGEL 
# 


\RCHITECT, builder or dealer—who are the 
biggest people in your work? 
There's only one final answer. They're the people 


who buy, build and remodel houses . . . comsumers, 


You know the value of the new permanent, doweled- 
in-the-stile Mengel Door trade-mark. We think it’s +) 
important that your customers be told this 

distinctive mark is a symbol of pride and protection. 

A guarantee of quality. A proof of fulfillment. 

So, beginning with current issues of the magazines 

you see here, we're telling them. In a continuing 
campaign of small-space “eye-catcher” ads, they'll be 
reminded to look for the ‘Mengel-Man’ trade-mark 

long associated with Mengel Permanized Furniture. 


You watch for these ads too. Hope you'll like them! 
Door Department, The Mengel Company, 
Louisville 1, Ky. 


Mengel Doors equal or exceed the requirements of 
Bureav of Standards specifications C$200-55 


ong 


Over 54 million consumer readers exposed to Menge! Doors this month! 


‘ House «Garden 


in dense bran 
Ag | | sf 
7 | 

. ~ | P oa 

(TL : ll y¥* 


3UILDING PropucTts MERCHANDISER Circle No. 16 on Coupon, page 100. 
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IN OPERATING el) WITH SASH 
POSITION OUT 


The R-O-W Removable sash story has been told to 

millions of prospective customers and will continue 

to be told. Customers are looking for the quality, 

warmth and service of the best removable wood 

window —R-O-W. You sell more—for less, when you 

ut © Lox feature R:O-'W windows—and you build customer 

satisfaction for years to come. R:‘O-W leads the 

WINDOW BALANCE field in sales, quality and brand recognition. It 
pays to capitalize on the name—R-O'W. 


withH 





Sold nationally through lumber dealers 


@ ReOeW bs the rewietered Wade-mark of the R.O.W. Bales Oo 


R->-O-W SALES COMPANY, !307 ACADEMY AVE. FERNDALE, MICHIGAN 
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tS UT Ly 
PRESS LEFT Ly uFT O ED | owen 


When you sell R-O-W windows—with the amazing 
LIF-T-LOX balance—you sell the most recognized 
brand name in wood removable windows. R:O-W’s 


4 


leadership in the field has been attained by con- wy ‘ 
sistent top-quality manufacturing, dependability 

and service. Customers buy the outstanding features L Fy 'T Lo x 
of R:O:W windows because they cost no more! The 

new LIF-T-LOX balance allows easy raising and WINDOW BALANCE 
lowering of the sash, and yet it does not interfere 





with the removable feature. For the best in Re- 
movable Wood Windows—look to R-O-W. Bsr WW to the vestons 


Sold nationally through lumber dealers 


ark of tha i W. tales ( 


R-O-W SALES COMPANY, 1307 ACADEMY AVE. FERNDALE, MICHIGAN 
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FREE DISPLAY CASE 


ee 


WELDWOOD gy 


neKIOLg Seah 
WOOD-TRIM . 


Actual Size 
17” high « 18 
wide of compact 
Gisplay space 


Real wood veneer 
in handy rolls... 
sells right off your counter 


Weldwood’ 


FLEXIBLE 


Wood-Trim 


Here’s a new profit item by 
Weldwood that every do-it-yourselfer 
is waiting for 

for edging plywood 

(no more exposed edges) 

for decorating coffee tables, 

picture frames, lamp shades, 

waste baskets, etc., etc. 
Wood-Trim is so flexible it easily 
wraps around curved or angled sur 
faces, yet it won't readily chip, split, 
peel, All that's needed to apply it is 
ja good wood glue like Weldwood 
Contact Cement or Weldwood Presto- 
Set” Glue. No need for heat, irons, 
pressboards, clamps, nails. 


FREE} =A 
WOOD.TRIM 
DISPLAY CASE 


Stacks 36 rolls of 
assorted wood 
including Oak, 
African Mahogany 
Walnut, Birch, Fir 
and Korina. Lach 
roll is 8° long 
1” wide, in trar 
parent re-usable 
case. Retaiis at 
79¢ a roll 


7 Another * 


weldwood) Heavily Advertised Nationally! 


\ Wizard / 
= *Trade Mark 


ORDER WOOD-TRIM TODAY! 


Made by UNITED STATES PLYWOOD CORPORATION 
Dept. AL4swr 55 West 44th Street, New York 36, N.Y. 


Circle No. 18 on Coupon, page 100. 
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tomers to buy not only the basic house, but also the 


add-on packages they need.” 


Sales Setup 


SALES FORCE: Herb Gross, sales manager, points 
out that the majority of the do-it-yourself home sales 
are made within a 100-mile-radius of the Wayne head- 
quarters. However, inquiries have come from all over 
the world, and some homes have been shipped by rail 
as far away as Iowa. 

In addition to the sales manager, the firm has five 
salesmen. The men work on a salary-commission ar 
rangement and their incomes range from $7,500 to 
$10,000 annually. 


MODEL HOMES: An important sales tool is the 
firm’s display of four model homes located on heavily 
traveled U.S. route 30. One of the model homes is 
finished and decorated; other models have unfinished 
areas so salesmen can show customers construction 
techniques. Small scale models of the homes also are 
used for demonstration purposes; and, the company 
has started a series of do-it-yourself classes. 

“The model homes are a great asset in sales,” 
“since customers are able to see exactly what 


says 
Gross, 
they are buying.” 


Advertising and Promotion 


NEWSPAPER ADVERTISING: A Main Line sur- 
vey disclosed that one-third to one-half of its cus- 
tomers came from word-of-mouth recommendation of 
our satisfied customers. 

The company spends 3% of its gross for advertising 
Advertising is handled by a Philadelphia firm. The big 
push in advertising occurs during January, February 
and March. 

The daily Philadelphia Inquirer is the main media 
Display ads, ranging from two columns to full pages, 
are run in the paper’s special building section on Sun- 
day. The ready-to-build homes are usually described 
at the top of the ad and regular building materials are 
advertised below. 

Main Line also runs display ads in a dozen local 
weekly papers in the small towns in their trading 
territory. All advertising contains coupons which in- 
vites readers to send for Main Line’s complete catalog 
of do-it-yourself homes. 


DIRECT MAIL: Persons who send the coupons or 
write to inquire about the homes first receive a cover- 
ing letter and the company’s four-color brochure. This 
first letter invites the prospect to come to the head- 
quarters at Wayne to inspect the model homes. 

The prospect receives four follow-up letters designed 
to turn him into a buyer. The second letter is sent 
seven days after the customers get the brochure. The 
following three follow-up letters are mailed at five- 
day intervals. The final letter is an embossed, printed 
invitation card asking the prospect to visit the Main 
Line headquarters at Wayne. 


Planning Expansion 


Selling packaged homes has worked out so success- 
fully for Main Line that the company tentatively plans 
to estabiish branch offices in surrounding communities 
to capitalize on the existing market. 

“The small town has almost been by-passed by this 
nation’s building boom,” says Madway. “We believe 
our system of home sales will enable citizens in small 
towns to buy a home as easily as residents in the 
suburban areas.” 
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For Better 
Control Joints 








No Cutting or Sewing 
No Need for Special 
Blocks 





Use with Any Standard 
Metal Sash Block 





Neo Building Paper or 
Mortar Filling Needed, 
“ 


oF 


BLOK-JOINT’S “cross-shaped” rubber extrusion 
design simplifies construction of masonry wall 
control joints. Use BLOK-JOINT with any stand- 
ard metal sash block! 


“100 Year Life” rubber assures maximum ef- 

fectiveness for the lifetime of the building. 
- BLOK-JOINT forms a secure interlock, actually 

adds stability to the wall. 

Use BLOK-JOINT for all types of masonry wall 

construction!|—Block walls, brick veneer over 

blocks, cavity walls and many other types! 


Simplicity, Versatility and maximum effective- 
ness are yours with Corter-Waters BLOK-JOINT 


NOW! See For Yourself how BLOK-JOINT 


fits masonry wall construction! 





Write Teday for FREE sample! 
Use this coupon. 


2440 Penaway C 


Kansas City 8, Me. 
Please send me a FREE sample and specifi- 
cations on the new Carter-Waters BLOK- 
JOINT 


Name 
Address 


City State 


ee 


2440 Pennway Phone mo a 
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during the demonstration 


Here’s how a California 
dealer started the profit ball 
rolling with a successful do- 
it-yourself demonstration. 


How about a do-it-yourself dem- 


? 


onstration of masonry products? 
Merner’s in Palo Alto, Calif., 
wanted a change of pace. They had 
held demonstrations of tools, wood 
products and garden supplies. So 





they turned to masonry products 


April 16, 


DEMONSTRATION BOOTH was equipped with all the materials 


necessary for a good masonry job 









Many tie-in sales were made 


and repairs for something different. 

Saturday was the day selected for 
the demonstration. Advertising be- 
gan two weeks in advance. Home 
owners were reached by newspaper 
advertising, in-store signs, direct 
mail and enclosures with end-of 
month bills. Contractors were 
reached by direct mail 

Cooperating manufacturers set 
up their equipment on the preced- 
ing Friday. Demonstration hours 
were from 8:30 to 5. Experience 
had proven that the peak attendance 
in the morning came between 9:30 
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With Masonry Products 


and 12 and in the afternoon from 
2:30 to 4. An estimated 750 people 
attended. 

The location picked for the dem- 
onstration was directly in front of 
the Merner building devoted te spe 
cialty materials where there was 
room for several demonstrations. A 
roof afforded protection from rain 

Although no special efforts were 
made to close sales, store manager 
Wendell Scott reported sales of dry 
mix products for the day totaled 
$374. Furthermore, sales were 
sharply up in this department for 
several weeks. 

The demonstrations educated not 
only homeowners but Merner’s own 
personnel, Each salesman was given 


3UILDING Propucts MERCHANDISER 


CONVENIENT PARKING was avail 
able near the demonstration booth 
Note the mobile cement mixer and 
masonry blocks, left 


time to visit the demonstration 
booths, watch the demonstrations 
and ask questions. 

Here are some of the ideas used 
to stimulate sales of dry mix prod 
ucts and tie-in products: 

1. Bulk display of pre-mix cement 

roducts was set up in Merner's 
tee seed department to inter- 
est customers and direct them 
to the outdoor demonstration. 


Companion products were dis- 
played in the store and yard. 
Dry mix cement products were 
grouped with wheelbarrows for 
mixing and the combined unit 
was specially priced. 

(continued on next page) 
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For Better Reinforcing 
With “Deep -Grip* Swedging 








MASONRY WALL REINFORCING 


@ Exclusive Deforn ovides 
Large, Well Defined 
Edges 

@ Provides “Sure Lock 
Reinforcing and Mortar 

@ Requires No More Area in the 
Joint Than Superficial Deforming 

@ As Easy to Handle as Other 
Types 


Squared 


Between 


} 
: 


You can see at a glance the extra “grip- 
ability’ of Carter-Waters BLOK-MESH. The 
horizontal and vertical surfaces provide a sure 
lock even under lateral pressure and shrinkage 


BLOK-MESH Minimizes Cracking @bove lintels, 
below sills, at corners. 


BLOK-MESH Is Best 10 tle brick to back-up 
blocks, for cavity wall construction, double 
walls, ordinary block wall construction, 
Remember, BLOK-MESH by Carter-Waters 
the only masonry wall reinforcing with the 
“deep-grip”, positive anchor swedging 


SEE The Big Difference In Sweet's File or 
Write Today for your FREE illustrated brochure 
on the New Carter-Waters Blok-Mesh! Use This 
Coupon 


~ om an on an an an 6 an aw ae 
Carter-Waters Corporation 
2440 Penawey C Kansas City 6, Me 
Please send me FREE brochure and specifi 
cations on new Carter-Waters BLOK.MESH 


Nome 
Address 


City State 
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See Iga Hardware 


A complete, modern line 


of garage door hardware 


Today you can answer all demands for top-quality garage 
door hardware with just one word: “Stanley.” It’s a profit 
able line to carry 

Stanley “roll-up” doors and hardware come in a wide 
variety of styles and sizes to meet the requirements of any 
architect or builder. Inclined tracks for “Free-Way” action 
assure case Of Operation for residential or commercial doors 














| 
} 
at 





Floating wing-up” hardware Radio control operates residen 
carries door completely into tial doors by push button on 
garage, requires minimum car dashboard up to 8S’ away 
headroom, sideroom, For resi Stanley also makes electric 


dential or commercial door operator for commercial doors 


Ask your supplier about 
Stanley's complete line. Or 
write Stanley Hardware, 124 
Lake St., New Britain, Conn., 
for Folder G-12, 


STANLEY 
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PACKAGE SALES of dry mix and 
wheelbarrows proved a natural with 
the display seen above. The combina 
tion was specially priced 


CUSTOMERS WERE ATTRACTED by 
a factory demonstrator, who answered 
a lot of questions. Some of their ques 
tions and answers are found in the 
text of this article 


3. Enough dry mix concrete to 
make a firm base for a post was 
displayed and priced together 
with clothes dryers and fence 
posts. 


Dry mix products were displayed 
with trowels and floats. 


As a windup, Merner’s ran an ad 
telling people about the highspots of 
the day. The copy summarizes the 
highlights as follows: 


“Well it was a beautiful day 
last Saturday and lots of folks 
attended our masonry demon- 
stration. From the remarks I 
picked up, they learned some of 
the tricks of the trade, too 


Bob and Harry, the Dry Mix 
Products demonstrators, rolled 
in on Mernie about noon on 
Friday. Rolled in is right! They 
came with a station wagon or 
two, crammed with display ma- 
terials, worked until late Friday 
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night setting up. It was worth 
it. They had a most attractive 
red, white and blue booth right 
in front of Merner’s lumber de- 
partment. 


Q’s and A’s. Folks started to 
visit and ask questions early 
Saturday morning. First man up 
had a project of repairing some 
cracks and holes in the black- 
top area where his youngsters 
played. So Bob rolled up his red 
flannel shirt sleeves and went to 
work! “First,” he said, “you re- 
move the loose material and get 
yourself a firm, solid foundation. 
That’s logical, isn’t it? Next, you 
brush on some Dry Mix blacktop. 
You let it set for about five 
minutes. While it’s setting, mix 
some grout with water and a 
little more blacktop, until you 
get the desired buttery consist- 
ency. Now you’re ready to trowel 
in the grout. Level it off, and 
you're finished. You have a firm 
bond that won’t crack loose”. 


Some of the by-the-way ques- 
tions and comments were instruc- 
tive. 


“How do I measure for the 
exact right consistency? It’s not 
an exact science, we were told. If 
it’s too thin and runny, you add 
more of the pre-mix. If it’s too 
dry, just mix in more water. I 
saw it done! It works!” 


Allergic hands. “My hands 
seem to be allergic to cement”, 
said one pert young lady do-it- 
yourselfer. 

“Just rinse your hands with 
vinegar and you’ll have no trou- 
ble,” she was advised. 


“How long does it take to 
dry,” was a frequent question. 

“All depends,” was the an- 
swer. “Depends on the mix you 
use, the air temperature and the 
humidity. Full dry may take 
three or four weeks. Unless your 
patch is to be subject to carry- 
ing heavy loads, seven or eight 
days is a practical drying time. 
With all masonry work, the 
slower it dries, stronger it is. So 
it’s a good idea to keep your 
work damp for a while.” 


Mernie learned, too! “A good 
many hundreds of folks visited 
us. But what’s even more im- 
portant, Mernie’s own pals in the 
store spent a lot of time with 
Bob and Harry, getting the an- 
swers to lots more how-to-do-it 
with masonry questions you’re 
going to want the answers to. 
So remember this, whether or 
not you attended our big show 

. our own fellows at Merner’s 
are now informed on the new 
procedures and will always wel- 
come the opportunity to pass 
along their know-how to you.” 


Bur_pING Propucts MERCHANDISER 


Use coupon to order your copy 
or write on your business letter- 
head. Booklet contains tables 
for computing board feet, mill 
costs per M feet, estimating areas 
in square feet, also invoicing 
pointers. 
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Friden Calculating Machine Co., Inc. ** me, 
Dept. AL-456, San Leandro, California 


Please send Lumber Calculations booklet 

Name 

Firm Name 

Address _ 

City ? Zone State 


NLELL LIT iit iii iii iii 


geet 


ap 
PAYROLL CALCULATIONS 


A great time and moncy saver, the fully automatic Friden Caleulator is kept busy in 
thousands of sawmills and lumberyards. This is no ordinary calculator, it's THI 
THINKING MACHINE OF AMERICAN BUSINESS. Performs more steps in figure 
work without operator decisions than any other caleulating machine ever developed 


Friden sales. instruction, service available throughout the U.S. and the world 
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Mr. Lumber Dealer: 

a basic store fixture 
designed specifically to 
display and demonstrate 
building materials and 
related products. Tested 
and proved successful! 


display 


Here’s a display fixture you can 
use many, many different ways: 
with or without adjustable shelves 
on front, end or back, overhead 
panel, storage cabinet and bin- 
ning; and either open or closed 
on the ends. 

A basic half island unit 48" high, 
” deep which you 
can use in show window, 
against the wall, and singly or two 
units back-to-back as a full island. 

Estimated price if bought at re- 
tail: $190.00 plus shipping. 

By building it yourself, you can 
save more than $100.00! Complete 


60" wide and 244, 
your 


plans, working blueprints, step-by- 
step and 
materials source list and details on 
modifications, only $8.75. Avail- 
able by return mail from American 
Lumberman. Fill-in and return 
coupon below today. a 


fixture | 


American Lumberman Dealer Service Dept. 
198 NW. Ciark Gt., Chicage 2, tlinois 


instructions, materials 


Piease send me postpaid the four blueprints and com 

plete instructions for the retail lumber dealer half isians 
display fixture. | am enclosing $8.75. (Please seno 

cheek or money order) 

Name 

Company 

Street 


City Zone State 
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SELF-SELECTION is encouraged with signs. To keep the shed looking fresh and 
attractive soiled and frayed signs are replaced immediately. INSET: INDIVIDUAL 
PRICES are stamped on each piece of molding in the shed to make self-selection 


easy 


Self-Service Shed 





Eliminates Irksome 
Walking and Waiting 


To eliminate both customer and employe gripes, this 
California dealer built a convenient self-service molding de- 
partment, which increased sales 30%. 


To save its salesmen a long walk 
to the warehouse when a customer 
ordered a short piece of molding, 
Builders’ Square, Culver City, 
Calif., built a self-service rack 
next to its showroom. The new 
molding section not only elimi- 
nates the long walk, but it also 
has increased molding sales near 
ly 30%. 

“Until we built this 
says general manager David R. 
Raff, “it was a 235-foot walk to 
the molding shed. Many of our 
molding were than a 
dollar and we ran up a lot of mile 
age to fill these orders 

“To eliminate the long walk, we 
built an attractive display shed 
only 25 feet from the cashier and 
painted it a bright blue. The shed 
attracts attention and encourages 


section,” 


sales less 


customers to browse and make 
their own selection. 

“Since there is a limited space 
in the 15 bins in the shed we se 
lected moldings that would appeal 
to the handyman. These bins are 
refilled two or three times a week,”’ 
Raff adds, “and if a molding 
doesn’t seem to be moving, we re- 
place it with another. For longer 
lengths or types of molding not 
available in the self-service sec- 
tion, we have a sign telling cus 
tomers to see a salesman. 

“Identifying the various mold- 
ings with legible showeards and 
pricing each strip individually 
speeds self-selection and it takes 
only a few minutes for the handy- 
man to make a selection. With this 
department our walkouts have de- 
creased about 15%. 
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Now you can display 


DISSTON 
HAND SAWS 


without fear of finger / 


marks or rust! 


Special baked-on finish 


—not an oil, not a wax, not a lacquer 
—keeps Disston Saws factory-fresh 
and shiny until used. No extra 

cost to you for this exclusive 

Disston feature! 


‘ 


Now, thanks to Disston engineers, you 
can display Disston Saws right out on the counter... 
your customers can handle Disston Saws... and 
they'll stay as shiny and free from finger marks as 
the day they left the factory. 

Here's why. Disston engineers have developed a 
tough, flexible, transparent finish that is actually 
baked onto the steel. It is not an oil, wax or lacquer 


that will rub off with handling. And it won't peel, 
crack or discolor the blade. 

All Disston Saws you order are ''DISSTONIZED” 
for your protection. 

No more finger marks! No more rust spots or 
smudges! No more polishing! You always have 
a fresh, shiny, new-looking piece of merchandise 


to sell. 


Henry DISSTON DIVISION 


H. K. PORTER COMPANY, 


INC. 


425 Tacony, Philadelphia 35, Pa. 
In Canada: 2-20 Fraser Ave., Toronto 3, Ont. 


\ ary 
MERCHANDISER 


Circle No. 22 on Coupon, page 100. 





noth FIRST from S sili. 


Mutt Tint, 


sways WOOD STAI 





MucriTint wooo svam 


THE FIRST AND ONLY 
WOOD STAIN SYSTEM 


TO GIVE YOU 


45 


CUSTOM COLORS 
FREE OF EXTRA CHARGE! 





* A Modern Product that Stains — Fills — Seals 


This Colorful Display Showing Actual Wood * The Widest Range of Beautiful Wood Stain 
Samples Available Without Charge! Colors Ever Developed 


* Color—Quality—Service...At a Competitive Price 


Here’s All It Takes to Stock and Sell 
Amazing, New MultiTint WOOD STAIN... 


Ce — == 
Ptoonat =| ) <= = ra 
thr wusenseel Tint 
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a compact display rack holds the . . regular MultiTint tinting ... a small stock of MultiTint Wood 
MultiTint Wood Stain tinting units used colors. With these Tinting Units Stain Neutral Base. An entirely 
to produce nine extremely popular wood you can produce 36 additional new product that stains—fills—seals 
stain colors (Platinum, Driftwood, Blonde, colors (45 in all) by simply add- in one operation—does not require 
Butternut, Light Oak, Walnut,’ Maple, ing the proper size unit to a can wiping. Packaged in gallons, 
Cherry and Fruitwood.) This attractive of neutral Wood Stain base. quarts, pints and one-half pints. No 
unit is furnished without cost. Fits easily (Only one unit to a can—and it costly duplication of stock in dif- 


into your present shelf arrangement costs you nothing!) ferent colors. 





Only MutriTint. WOOD STAIN 
Offers You All of These Advantages... 


A3 IN 1 PRODUCT _.. stains — fills — seals in one _ 
operation. _ 


LOWER INVESTMENT ___. smaller inventory . . . you : Mucry jint ; 
€ 


buy and stock MultiTint Wood Stain in Neutral Base 
only, yet offer complete color selection. Fast turn- 
over is assured. 


FREE TINTING COLORS ___ patented MultiTint Wood 
Stain tinting units are furnished at no extra cost to 
you. 





EASIEST, SUREST COLOR SERVICE __ you don’t have Se Tike. 

to work with messy, inaccurate tubes or toner systems. G Guaranteed by ° 
one erie ; . s00d Housekeeping 

MultiTint Wood Stain tinting units are free-flowing y 

dry colors that disperse instantly, assuring the greatest 

speed, simplicity and accuracy of color matching. 


40, ae 
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And Only the Patented MultiTint Paint System 
Can Give You... 


GREATER PROFITS because your inventory is low and turnover is fast. You buy 


white paint only—no duplication of stock in different colors or finishes 


125 COLORS IN 12 FINISHES. You offer your customers 125 fashion-right colors 
plus white in 12 different paint finishes—both exterior and interior. Colors and 


finishes that sell quickly and build repeat business 


GUARANTEED COLOR MATCHING. There’s no guesswork or confusion with free 
flowing, fast dispersing dry colors. It’s fast, it’s simple, it's accurate—and it's 


exclusively yours! 


PRECISION COLORS AT NO EXTRA COST. Seidlitz furnishes tinting units to you 
free of extra cost. You offer complete color service and can provide your 


customers with unmatched quality and service without charging a premium price 


Write TODAY for Full Details! 


SEIDLITZ PAINT AND VARNISH CO. 
KANSAS CITY, MO. @ HOUSTON, TEXAS 


Baltimore Detroit Los Angeles 


A Warehouse Distributor Near You . . . An Independent Manufacturer Serving Independent Uealers 























Dealers in the midwest 


tell how they get more farm 
trade by personal calls, im- 


proved service, pac kaged 


sales, financing and strong 


promotion. 


By JOHN H. MacKAY 
Johns-Manville Sales Corp. 


In a series of informative inter 
views with rural lumber dealers in 
Ohio, Missouri, Nebraska, Minne 
ota and Wisconsin, | gained an 
insight into how these dealers are 
creating and promoting building 
materials to fill the farmer’s needs 

It's been pointed out that the 
successful farmer today is run 
ning a business enterprise in about 
the same manner as a manufactur 
ing plant. In addition to his busi 
ness plant, he also has his home 

His buying motives are not un 
like those of 
though his habits and methods of 


anyone ¢ lse, even 
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PERSONALIZED SELLING is practice? by Ivan Knapp, right, of Warfield Lum 
ber Co., Monmouth, Ill., who explains construction details of pole-frame building 


areas feel they cannot afford to 
neglect doing all the things that 


dealers in any area do to obtain 


completing a transaction may dif 
fer. His wife and family, just like 
yours and mine, want conven 
iences, labor-saving devices and new customers and hold the old 
all those things that make for ones in a highly competitive econ- 
comfortable living. omy. 


Retail lumber dealers in rural (continued on page 70) 





Seven Steps to More Farm Business 
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Furnishing plans and specifications. 

Offering advice on construction problems. 

Furnishing experienced men to help the farmer lay out the work; start 
and supervise the project, if requested. 

Using more direct mail promotion for seasonal items. 

Creating and selling packages by considering the prospect's needs 
in advance. 

Making greater use of Title | financing. Handling the paper work 
in the office to keep the prospect under control. 


Spend more time making personal, unsolicited calls on farmers to 
learn their needs and acquainting them with the services offered by 


the dealer. 
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John A. Denie’s Sons’ ready-mix concrete plant, located at Memphis, Tennessee, 
showing part of their fleet of Macks, which now totals 60 and is still growing. 


John A. Denie’s Sons Company, Memphis, Tennessee, reports: 


“To assure on-time service 


customers request 
delivery by MACKS” 


Four years ago, the John A. Denie’s Sons Company, 


one of the largest and oldest ready-mix concrete 


plants in the country, recognized their need for the 


most dependable, heavy-duty truck chassis available. 
Their problem was one of making ready-mix deliverie 
on time to almost inaccessible locations over ex- 
tremely rough terrain. To solve it, Denie’s tried just 
about every make of equipment. Finally, they pur- 
chased four Mack six-wheelers. 

“Shortly after our Macks went into operation, 
customers started to call and request that their order 
be delivered by Macks. They knew they could de- 
pend on them to make delivery on schedule, regard 
less of the rugged ground over which they had to 
travel. Our records show that no Mack has ever failed 
to deliver a load on time,”’ writes Mr. Forrest Ladd 
Denie’s executive vice president. 

After noting the widespread customer satisfaction 
with their reliable service, and a thorough check of 
their operating costs, Denie’s president, Mr. M. A 
Moss began to increase their fleet of Macks. Toda 


they have 60 Macks, and the number is still growing. 

“Another interesting fact revealed by our operat 
ing reports,” states Mr, H. O. Pommer, vice president 
in charge of operations, “‘is that Denie’s has never 
had to replace an axle shaft, driveline, ring gear, 
pinion, brake drum, or reline any of the brakes on 
any of its Macks.” 

Denie’s executives, like so many others, know from 
experience how well their investment in Macks ha 
paid off for their company. 

Let your Mack Branch or Distributor give you 
... find out how Macks can im 
Mack Trucl 


State Building, New York 1, N. ¥ 


MACK 


TRUCKS 


complete detail 
} 


prove your hauling operation empire 








FARM BUSINESS 


(begins on page 68) 





The majority of the dealers I 
interviewed were optimistic. None 
of them discounted the potential 
business that exists on the farm 

even though in some cases the 
ratio of farm business to total 
volume was less than in the past. 
Summed up, these dealers felt 
they could increase business by 
these methods. 

Offer more service: Virtually all 


dealers interviewed agreed that 
besides furnishing customers with 


(L 


riment 
». Box 38 - 
Detroit, Michigan 
Please & 
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LATCH i i Bevertmont 4 Company 


FEATURES 

w® Plush Type Design 

® Easy to install 

& Available with of without locking mechanism 
for all interior swinging doors 
Retails from only $3.80 per set F.0.8 
Detrow 


Available im att Standard U § finwshes J 
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plans and specifications, it was im- 
portant to establish and maintain 
closer relationship with civic, 
school and social groups. 

In a town of 1,800 population, 
one dealer provides facilities for 
meetings in an assembly room over 
his recently remodeled showroom. 
The poultry association, county 
agents, 4-H clubs and other civic 
groups meet there regularly. To 
get to the meeting hall it’s neces- 
sary to walk the entire length of 
the showroom. 

Working with Vo-Ag instructors 
has proved profitable for another 
dealer. Once a month between 


September and April, he has his 
salesman—an expert on pole frame 
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FOR COMPLETE DETAILS ON THIS NEW AND 
BETTER WAY TO OPEN A DOOR MAIL THIS 


COUPON TODAY! 
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April 16, 


design and construction—visit in- 
structors in this field. Besides an- 
swering questions and furnishing 
technical information, the sales- 
man provides students with car- 
pentry guides and other booklets. 

Owning and renting a couple of 
cement mixers has insured another 
dealer of a steady stream of busi- 
ness he otherwise wouldn’t have 
had. By providing this extra serv- 
ice, this dealer’s customers don’t 
discuss price cutting and dis- 
counts. 

Another dealer capitalized on 
the completion of a large barn by 
inviting everyone to see it on a 
particular day. He provided re- 
freshments and drew a large 
crowd. He feels the promotion paid 
off and is planning to use it again 
when the occasion arises as farm- 
ers were intensely interested in 
the construction of the barn. 


More direct mail. One dealer in 
a town of 6,000 keeps a crew of 
seven busy within a radius of 30 
miles of his yard installing roofing 
and siding. This business is cre- 
ated by his direct mail promotion. 

Most dealers interviewed felt 
manufacturers’ literature was an 
excellent direct mail sales tool. 
Plans and specifications for farm 
structures had the greatest appeal. 

A number of dealers expressed 
a preference for more personalized 
promotion through handbills fea- 
turing a loss-leader of seasonal 
merchandise. In this case, the en- 
tire cost of printing and distribu- 
tion is handled by the dealer. 

Using direct mail, one dealer in 
a town of 946 people promoted a 
Farmers’ Day. More than 700 reg- 
istered for the door prize draw- 
ing in his warehouse. This dealer 
intends to make this an annual 
event in his yard. 


Sell packages. Most of the deal- 
ers interviewed felt the pole frame 
building market offered the best 
potential for package promotion. 
A couple dealers have pole frame 
storage sheds in their yards and 
use them to demonstrate to pros- 
pects the advantages of this type 
construction. 

One dealer actively engaged in 
this business has trained men to 
sell pole-frame buildings. He also 
has a special post-hole digger to 
rent to his customers who are 
erecting pole-frame buildings. He 
charges $2 per hole dug and this 
has helped control many package 
deals he otherwise might have lost. 

Because of the publicity he re- 
ceived in a local newspaper when 
he erected several pole-frame 
barns in his area, one dealer de- 
veloped several leads which led to 
sales of similar structures. 

Another dealer reported he re- 
ceived 32 inquiries about pole 

(continued on page 96) 
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This new fact-filled booklet is of vital interest to anyone 
who makes, sells or uses double-hung wood windows 
It’s currently offered in Zegers’ ads in LIFE Magazine 


jh \ 
a\ } | ear to promote interest in the advantages that weather 


we 


stripped, balanced, double-hung, wood windows offer 
over other types. It’s a valuable selling aid! 


at 


Here’s a booklet of interest to window manu- 

facturers, jobbers, lumber dealers, architects, 

builders and prospective home buyers. DURA-SEAL 

Dealers and users of double-hung wood win- PROVIDES THE MOST 

dows equipped with Zegers Dura-seal Com- EFFECTIVE ALL~WEATHER 

bination Metal Weatherstrip & Sash Balance PROTECTION 

can get this important 12-page booklet in 

quantity to use for promotion. But it is avail- 

able to everyone so send for a copy now. Con- 

vincing facts, well illustrated, explain how Get the best weatherstripping end window eper- 
properly weatherstripped double-hung wood ation...use Zegere Dura-seal! Provides com- 
windows cut fuel costs 30% to 40% ... how plete weather protection and silent “finger-tip” 
wood windows blend with any architectural operation. It adds beauty to the windou does 
plan... why wood, double-hung windows are a more efficient job at low cost 


the best buy. 
, < S / 
See how Zegers’ national advertising and pro- 2END FOR IT NOW! 


motion can help you sell more wood windows .. . 

why it’s easier and more profitable to sell homes ZEGERS, INCORPORATED 

containing Dura-seal equipped windows. Just 8090 South Chicago Avenue, Chicago 17, Iilinois 
fill in and send the coupon below! 


D J Combination 
Whi? Metal Weatherstrip 


And Sash Balance 


Please send a free copy of your new booklet, “What Every 
Home Buyer Should Know About Windows"-—plus complete 
information on Zegers Dura-seal and the promotion program 
behind it 

NAME 

FIRM 

ADDRESS 

ciTy ZONE STATE 
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Get Facts 


mail to: The Potterson-Sargent Co., 
1325 East 38th Street, Clevelond 14, Ohio 


Today! 
Tell me more about the BPS Exclusive Franchise and Merchandising Plan 


Surefire Plan 


Nome 


Boosts Paint 


Store Name 


Sales as Much 
as 40% 


Address 


City 
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Pennsylvania Dealer Makes Ads Do "Double Duty” 


Shown in reduced size below is one of a series of “We often have our ads re-printed for use as hand 
newspaper ads run by Merritt Lumber Yards, Inc., bills and direct mail folders. This way we make a good 
well-known Pennsylvania firm with main yard in Read- ad work overtime 
ing and branch yards. “We feel that the excellent results we've had are 

Commenting on the success of their drive for home due in part to our regular use of American Lumberman 
modernization “package” sales, Mr. T. Merritt Ludwig, ADservice mats—-one of the most valuable aids ever 
Executive Vice President, states: offered dealers.” 


look! & OR 
WHAT YOU CAN DO NOW WITH 


NO CASH DOWN 


UP TOS YEARS T0 PAY 
ar MERRITT’S 


Materials - Labor - Everything 

x Pe peg oo Meies rine now Financed in our Practical 
) l., 15 Ss avec i 

ADservice mats nos. 112 i . 4iL-Inclusive Financing Plan 


135, 220, 88, 168, 190, 79. 


Write American Lum- , cntaenee, eattes ~~ 
berman for free book waren = - j , = es aaiek. wal te + long: 
showing actual-size repro- [ ' ~ oe j 
ductions of complete group Ke os. Be FOR ONLY 73° A DA 
of 254 mat illustrations gee = , 
available to dealers. fb ante} vey oan 


adore bitches © Bulld tm vite bedroom © Bulld + beerment reer 


Sitector te 6 


luted im the encing plan pou chenee 


+ ecw feet, new siding @ Mabe just shout om 


Come In te Our Home Planning Center tor Details 
No Obligation Ach for Mr, Leann ov Mr, Dawe 


Mennirr 


LUMBER YARDS, INC. 


4TH AND SPRUCE 615. PHONE 35-4121 


Branches Bepertews, Pertiemenrviile, Potutows 


50 EASY TO PAY WHEN 
YOU BUY THE MERRITT WAY 





FREE ESTIMATES 


it lien Mew haw Gam |om 
m= wn 

hd me hh ae 

a Meh MH hee Hi 

” wie men mn eM 
pie ee a i Se et 
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SECUR-SEAL 
ALUMINUM 
COMBINATION 


RET 


COnsrructio™ 


WINDOWS 
with 
exclusive . 


Secur-Seal Combination Windows with 
RFT give you these money-making extras 


@ EXCLUSIVE SECUR-GLIDE CLIPS 


@ TONGUE-IN-GROOVE FITTING 


@ STRONGER, MORE RIGID FRAMES @ HIGHEST QUALITY ALUMINUM 


@ POSITIVE ACTING SPRING BOLTS 


Circle No. 26 on Coupon, page 100. 
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PLUS...as a Security 
fabricator you get these 


V HIGH-PROFIT FABRICATOR PLAN — KD 
SHIPMENTS — Less than $200 for hand 
tools, and a miter saw puts you in business 
as a Secur-Seal fabricator. All material 
shipped KD. With as little as 2000 sq. ft. of 
floor space you can assemble, from stand- 
ard sections, up to 2000 windows a month. 
Assemble any size—double hung, casement, 
slider, basement, picture window or door! 
Meet all your local market requirements 
at low cost, and with minimum inventory! 


IAMEDIATE DELIVERY — All orders shipped 
from factory within 36 hours to more than 
100 fabricating distributors in U.S. and 
Canada. They maintain inventories that 
enable them to ship orders immediately. 


HARD-SELLING PROMOTIONAL PRO- 
GRAM— Complete merchandising— adver- 
tising program. Everything you need to 
promote and sell Secur-Seals! 


RFT CONSTRUCTION — Secur-Seal's pat- 
ented* method of making better aluminum 
doors and windows. 


GET FULL DETAILS TODAY—SEND YOUR 
NAME AND ADDRESS FOR COMPLETE IN- 
FORMATION ON THE SECUR-SEAL LINE! 


[] Fabricator Pian [_] Dealer Plan 


THE SECURITY SASH AND SCREEN CO. 
Dept. 34 
20096 James Couzens * Detroit 35, Michigan 





Alonzo G. Decker gues 


Alonzo Galloway Decker, chair- 
man of the board, president 
and one of the 
founders of The 
Black & Decker 
Mfg. Co., died 
March 18. He 
was 72, Mr. Dec- 
ker had been 
president of 
Black & Decker 
since the death 
of its other 
founder, 8S. Dun- 
can Black, in 1951. Before that and 
ever since the two men started in 
business together in 1910, Mr. 
Decker had served as vice-presi 
dent and general manager. 

Through Mr. Decker’s guiding 
influence in engineering develop- 
ments, The Black & Decker Mfg. 
Co. has expanded its line of prod 
ucts from one drill to nearly 150 
different tools. He had much to do 
with the development of a switch 
control for electric drills which be 
came famous as “The Pistol Grip 
and Trigger Switch” and is now 
standard design in the power tool 
industry. 


Decker 


G. L. Curtis gues 


George Lewis Curtis, 77, chair- 
man of the board of Curtis Com 
panies, Inc., 
Clinton, Iowa, 
died at his home 
in Clinton on 
March 17. Mr. 
Curtis entered 
the business in 
1899 when it 
was made up of 
five independent 
plants in the 
midwest. He 
served as president from 1911 un- 
til 1947, when he became chairman 
of the board. 

Widely known in the lumber and 
woodwork industries, Mr. Curtis 
was also vice-president and direc- 
tor of the Bald Mountain Mining 
Co., a former director and member 
of the executive committee of the 
McCloud River Lumber Co., and 
a director of Malco Refineries, Inc 
During his active career, he was 
a civie leader. He leaves his wife, 
Alice, a son, George M., two 
daughters, Mrs. Elizabeth C. Mur 
phy and Mrs. Louise C. Curtis, and 
eight grandchildren. 


Curtis 
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Western Pine Output Reaches 
Peak on Silver Anniversary 


The Western Pine region pro- 
duced more timber, shipped more 
lumber and discovered it had more 
standing sawtimber in 1955 than 
ever before, members of the West- 
ern Pine Association were told at 
their 25th annual meeting in San 
Francisco early in March. 

Montana mill operator A. L. 
Helmer, president of the associa- 
tion, reported the record produc- 
tion of 8.7 billion board feet of 
lumber in 1955, almost 800 million 
feet more than the previous high, 
reached in 1954. Shipments of 
about 8.6 billion feet exceeded the 
previous record in that category 
by about the same margin. 


President Helmer pointed to a 


Roseburg Receives 
Ad Club Award 


Advertising of the Roseburg 
Lumber Co. received a Highest 
Merit Award for industrial trade 
advertising in its budget classifica 
tion at the eighth annual awards 
banquet of the Oregon Advertising 
Club held in Portland in February. 
Ear! Bleile, general sales manager 
of Roseburg, accepted the award. 


The advertising schedule which 
won the award for Roseburg ap- 
peared in American Lumberman, 


ge 


Western Pine region sawtimber 
backlog of 620 billion board feet 
“This is 140 billion feet more than 
we had in 1945 in the last previous 
report by the U.S. Forest Service,” 
he said. 


Approximately 500 lumber 
manufacturers from a 12-state re 
gion attended the session, which 
marked the silver anniversary of 
the association. Officers reelected 
and elected for 1956 were: Presi 
dent, A. L. Helmer; vice-presi 
dents, J. D. Bronson of Cascade 
Lumber Co., Yakima, Wash., and 
A. B. Hood of Ralph L. Smith Lum 
ber Co., Anderson, Calif 
urer, C. T. Gray of American For 
est Products Corp., San Francisco 


treas 


Colors for 1956 

“Colors for 1956” was the theme 
of a spring preview conducted by 
Minnesota Paints, Inc., in Minne 
apolis recently. Over 100 Twin City 
paint dealers studied the displays 
and a presentation of Minnesota's 
Custom Color System, which makes 
it possible for paint dealers to 
match any of 294 colors. Highlight 
ing the meeting were marketing 
trends in the paint industry along 
with a showing of new product 
merchandising programs by 
Minnesota Paints, In 


CELEBRATING THE 50th Anniversary of The Lehon Co. (Chicago), a Mule-Hide 
Golden Jubilee button is pinned on E. A. Leonard, president, by Gordon Elli 


general sales manager 


Surrounding them are Mule-Hide’s sales personnel with 


long-time service records: left to right, J. B. Stevens, merchandise manager, 22 
years; Wm. |. Orr, 39 years; Wm. M. Proctor, 33 years; J. 8. Leins, 33 year 


L. H. Rindfuss, 33 years 
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Because you get 

EXTRA SALES & PROFITS 
when you sell this 
COMPLETELY ENCLOSED 
BATT BLANKET... at a 
price comparable to 
ordinary batts 


CHECK THESE POINTS.. 


% Completely enclosed glass fibre 
batts... reflective, vapor-proof 
aluminum foil backing . . . plus 
aluminum-coated kraft 
breather’ on face and sides! 


% Guaranteed to stop paint peel- 
ing due to vapor penetration, 


% Fireproof . . . vermin-proof . 
practically indestructible! 
when properly installed! 


% Triple-reinforced nailing flanges 
. lightweight... easy to 
handle! 


SUPER SEAL-FOIL always retains ite resiliency 
Won't pack or settle, Reflects 5% of al! heat 
tranemitted throuah radiation. Manufactured e- 
usively by SEALTITE INSULATION MFG. CORP 
Waukesha Wisconsin Other oroducts include 
SEAL-JET GLASS FIBER BLOWING WOOL and 
SEALGLAS. the super resilient alesse fiber blow 
ina wool. SEAL-JET, SEALGLAS, SUPER SEAL 
FOIL are registered trade names 


WRITE FOR FREE DETAILS! 





SEALTITE INSULATION MFG. CORP., 
WAUKESHA, WISCONSIN. DEPT. L 


Gentlemen: Please rush me free. full de 
falls on amating new SUPER SEAL-FOIL 
BATT BLANKET 


Name 


Address 





City State 
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of SAFE Builders’ Hardware 





gravity type 


LETTER PLATE t 





BRASS, STEEL or ALUMINUM 


1%," « 7” opening meets Federal Specifications, 



















Write for FREE illustrated catalog of Safe's 





































@ beautifully 
finished | 

@ priced for 

profit | 


competitively priced, complete line. 
ORDER FROM YOUR JOBBER 





PADLOCK AND HARDWARE COMPANY 


Lancaster, Penna. 
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Show ‘em the 





BETTER! 





CONVINCE CUSTOMERS Cortland Brand is the screen- 
ing to buy by showing them Wickwire's Multi-Wire 
Edge. Point out how this edge adds strength, ri 

. causes Cortland Screening to unroll flat, ma 
easier to handle, cut, install, Specify Cortland Brand 
16 x 14 
mesh, 24” to 48” widths. Meets U.S. Department of 


Insect Wire Screening. 100 linear ft. rolls, 


Commerce Commercial Standard. 


@ CORTLAND BRONZE Special alloy screen- 


ing thot's rust-resistant. 


@ CORTLAND GRAY-WICK Durable, rinc- 


coated screening, made from finest electric 


furnace steel. 


@ CORTLAND ALUMINUM Lightweight, rust- 


stainproof Alclad aluminum wire screening. 


















NAILS & BRADS 
POULTRY WETTING 
eeane HAROWARE CLOTH 


WICKWIRE BROTHERS, INC., CORTLAND, N.Y. 






















idity 
os it 













FREE SALES KIT! Includes streamers, 
folders, newspaper mots. Write for it! 
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Mengel Door Will 
Wear a Trademark 


All doors produced by The Men- 
gel Company are now being trade- 
marked. The 
trademark is a 
wood dowel, con 
taining the fa- 
miliar “Mengel- 
Man” symbol, 
which is perma- 
nently inserted 
into the stile of 
every Mengel- 
made door. 

Speaking for 
the company, door department 
manager Fay Kulmer states, “The 
Mengel identification dowel har 
monizes gracefully with the wood 
of the door itself. Not only does 
the Mengel trademark dowel assure 
good value backed up by Mengel’s 
reputation for quality products, 
but it also assures the consumer 
that he is getting genuine Mengel 
doors.” 

For 1956, the door department 
anticipates production in excess of 
that achieved in 1955. 





Trademark 








ADT Buys Canadian Firm 


The first international move in 
its 8l-year history was taken re 
cently when American District 
Telegraph Co., New York, bought 
controlling interest in Dominion 
Electric Protection Co., Toronto, 
Can. ADT serves 60,000 subscrib- 
ers with property valued at $51.5 
billion in 1,700 U. S. cities. 


1955 - Weyerhaeuser's 
Most Successful Year 


American forestry has made tre 
mendous strides in the last 20 years 
and is meeting the challenge of ex- 
panding markets, declares J. P. 
Weyerhaeuser, president of the 
Weye rhaet user Timber Co. He adds 
that 1955 has been the company’s 
most susonfel year and predicts a 
good demand for forest products 
during 1956 

Weyerhaeuser’s lumber produc- 
tion was up 23% in 1955 over 1954, 
plywood production increased 25% 
and pulp and paperboard volume 
was up 15%. The firm’s annual 
report emphasized Weyerhaeuser 
Timber’s forestry, research and de- 
velopment programs directed to- 
ward obtaining the maximum yield 
from forest lands and the manufac- 
ture of more diversified products to 
more completely utilize the com- 
pany’s forest resources. 

(continued on page 78) 
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Yale & Towne Achieves Record Earnings 


The Yale & Towne Manufacturing Company’s 1955 
net income, after taxes, rose to a record level of $4, 
679,837, or $6.25 per share, from $1,826,811, or $2.89 
a share, in 1954, it was announced by Gilbert W 
Chapman, president, in the 87th annual report. 

Yale & Towne’s net sales in 1955 rose 19% over 
those in 1954. Sales of materials handling equip 
ment, locks and builders’ finishing hardware and 
other civilian products manufactured by Yale & 
Towne’s 13 plants in the United States and abroad, 
increased to $104,923,172, the second highest level in 
the company’s history 


Armstrong Cork Reports New Records 


“New highs in sales, earnings and dividends to 
shareholders. Progress toward further expansion and 
development. Significant increases in the company’s 
business ... building materials and flooring prod- 
industrial specialties and packaging products” 
sackstrand, president, 


ucts, 
were reported for 1955 by C. J. 
Armstrong Cork Co 

Looking ahead, Backstrand says the next 10 years 
are expected to bring strong upward movements in 
population, purchasing power and living standards 
that should lead to new sales and profit opportuni 
ties in the markets Armstrong serves. Competition 
will continue to be keen and success will depend 
largely upon the firm’s “continued ability to recog- 
nize profitable market opportunities and to be flexible 
enough to capitalize on them,” he declared. 


made from 
select Ponderosa 
Pine, toxic and 
water repellent 
treated for 
extra wear... . 





Look for the 
EASY-CHANGE trademark 
branded on the edge 











e+*for further particulars ask your 
TRADE MARK REG Sash and Door Distributor or write - 


ioe hae Sel.) -i). F-Vale) melele) aa aer 


FOND DU LAC, WISCONSIN 
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Stanley Sales, Profits Set Record 


Sales of products of The Stanley Works, New 
sritain, Conn., in 1955 totaled $92,497,056, an in- 
crease of 25% over the total of $73,850,199 in 1954, 
and the highest in the history of the 113-year-old 
firm. The net earnings of the company in 1955 were 
$5,642,816 or $6.95 per share as compared with the 
1954 record of $3,894,813 or $4.84 per share. 

John C. Cairns, president, said, “domestic building 
activities and foreign exchange improvements had 
been vital factors in the company’s year.” 


Kawneer Sales, Earnings Hit Peak 


Kawneer Company of Niles, Mich., established new 
records for sales, earnings and assets in 1955, with 
sharp increases in each category. The company’s 1955 
sales of $30,644,287 showed an increase of 35% over 
1954 and earnings of $2,083,057 indicated an increase 
of 74% over the previous year 


Wepco Wonder-Trip Contest 


A national consumer contest with a dealer tie-in 
is a feature of an all-out promotion designed by the 
Weather-Proof Co., Cleveland, to bring more new 
customers into dealer stores. 

First prize in the Wepco Wonder-Trip contest is a 
15-day, three-country tour of Europe for two, and 
the dealer from whose store the winning entry blank 
is obtained will also win a free European vacation 
for two. No purchase is necessary. Entry blanks, 
counter cards and window streamers are available 
for dealers to promote the contest and national ad- 
vertising in consumer magazines will push the promo 
tion which runs from May 1 through June 30. 


more and more dealers are sayirg 


“Let’s hancle 


GRIFFIN’ 


Cat 
HLA 
Wrought 
Steel 
Butts 


Also in 
Square 
Corners 


“The dependable line of hinges to 
handle” that’s the trade's way of 
saying “We like to sell Griffin prod 
ucts.”” Order from our full line of 
wrought steel butts — plus a com 
plete line of shelf hardware—in the 
selections you know your customers 
want 


GRIFFIN’ 


“since 1899” 
MANUFACTURING CO. ERIE, PA. 
Circle No. 46 on Coupon, page 100. 
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NEW VISIPAKS— 
Order by the carton 
of individual 

carded items, 





FHA Issues Powernails 
Letter of Acceptance 


FHA has issued Letter of Ac 
ceptance No. 89, dated January 10, 
on the conditions of acceptance of 
Powernails for use in “attachment 
of hardwood flooring to wood joists 
or wood or plywood subflooring.” 
Conditions of acceptability are as 
follows: 


1. Installation of hardwood 
flooring shall be in aecord- 
ance with the producer’s in- 
structions, if not in conflict 
with these conditions. 


Minimum length of Power- 
nail, 2 inches. 

Nailing hammer shall be, 
Powernailer, model 145 
tongue and groove flooring 
nailer. 

Flooring shall be drawn up 
tight in accordance with good 
construction practice. Spac 
ing of Powernails shall not 
exceed 16 inches o.c. 

A field demonstration of ac- 
tual installation of hardwood 
flooring using this method of 
nailing may be required. 





COMPANIES ANNOUNCE 





Kyanize Paints, Inc. has appointed 
Ray Mullen as merchandising mana- 
ger. ... Mullen formerly was with 
Pittsburgh Plate Glass as paint sales 
manager for Philadelphia and eastern 
Pennsylvania district. 


Jaeger Machine Co. has named W. L. 
Wolfe sales manager of the new Speed 
King Div., established to manufac- 
ture and market plaster-mortar mixers 
and small tilting concrete mixers... . 
Wolfe has been with Jaeger since 1934. 


St. Paul and Tacoma Lumber Co. 
has appointed Corydon Wagner, Jr., 
assistant manager of its plywood div. 
in Olympia and Fred Peterson, new 
plant superintendent, according to an 
announcement by Arnold Koutonen, 
general manager of the plywood div. 


General Plywood Corp. has named 
Lyndol H. Palin general sales mana- 
ger and William G. Barry assistant 
sales manager of its flush door divi- 
sion. 


Brooks-Scanlon, Inc., has named 
Charles M. Kreider assistant general 
manager of its Bend, Ore., facilities, 
according to Freeman Schultz, gen- 
eral manager. 

Hyster Co. promoted William P 
Downey to the position of supervising 
engineer of its Straddle Truck Div., 
Portland, Ore., it was announced by 
A. Zwald, chief engineer. .. . Downey 
replaces H. Noel Dimick, who retired 
recently. 

Masonite Corp. has appointed J. B 
Palmer to the new position of man- 
ager, siding products sales. He has 
previously been manager of the sales 
engineering dept. 
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Wolman Preservative 





With national advertising like this... 


KOPPERS PRE-SELLS 
Wolmanized® LUMBER 


~@ 





No termite trouble 
FOR THIS NEW FLORIDA SCHOOL 
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SIDEWALL LETTERING and wooden 


pylon of the new 


showroom are highly visible from the highway and attract 


handymen and farmers driving by 


Small Showroom 


Provides Big Profits 


Two Ohio contractors, 


trying their hand at retailing, 


build sales to $600,000 in 


two years. 


How much does a new showroom 
and effective display mean in 
terms of dollars and cents in a 
building materials yard? 

Two Warren, Ohio, builders 
learned the answer when they par 
layed a $20,000 showroom and a 
$12,000 inventory into a_ gross 
annual sales volume of $600,000 
in two years 

McAllister & Morgan, Inc., was 
organized 10 years ago by two 
builders, Clair McAllister and Ar- 
del Morgan, as a general contract- 
ing firm, So many people dropped 
into their warehouse outside War- 
ren asking for building materials 


80 


KITCHEN PLANNING CENTER attracts women shoppers 
A clerk explains the fine points of built-in ranges to house 


wives 


that the two men decided to try 
retailing lumber. 

Converting part of their ware 
house to a building materials shop 
and a modest $12,000 inventory, 
the two men were forced to in 
crease their inventory to $100,000 
by a rush of handyman and con 
tractor business. 

As part of its expansion pro 
gram, the firm built a 24x70-foot 
showroom alongside its warehouse 
and diversified its stocks to in- 
clude kitchen cabinets, tools, hard- 
ware and precut garages. The 
showroom, flanked by a redwood 


April 16, 


pylon, is clearly visible from the 
nighway 150 feet away Ample 
parking provided for 
drop-in trade 


Space 158 


“Our store is laid out to promote 
impulse sales,” says McAllister 
“Once inside the store, the dis 
plays help sell building materi 
als.” 

As a result of increased store 
traffic, the firm’s precut garage 
business has also increased. Aimed 
at the handyman market, the firm 
precuts and packages the materials 
for a complete garage. A 14x20 
garage package sells for $369.50; 
a 20x22 garage retails for $565. 
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BUILDERS’ HARDWARE ) 


+ ie |. Obbers Quality 


F baie 
u 
Se Profits 


WHEN YOU offer customers quality 
hardware, you make satisfied, re- 
peat-buying customers. 


WHEN YOU sell hardware backed 
by a company with on eighty (80) 
yeor reputation for extra quality, 
you represent hardware of consistent 
craftsmanship that's consistently prof- 
itable; and competitively priced. 

















AS YOU are proud of your reputa- 
tion, as you are in business for the 
long haul, then you will do well to 
stock IVES hardware. 





O=) ® 54, 


“extra quality for extra profit” 


(ecoamel T=) ASK YOUR WHOLESALER 


india’ THE H. B. IVES CO., NEW HAVEN, CONN. 
Circle No. 28 on Coupon, page 100. 


FREE! EZ-Way profit kit to give you more sales! 














Full of sales aids and sales-making ideas, the 
EZ-WAY PROFIT KIT will help you increase 
tie-in sales-—as well as create demand for EZ-Way 
Disappearing Stairways. An EZ-Way unit starts 
home owners thinking about ATTIC CONVER- 
SION—and that can create $200 or more in tie-in 
sales for you! 

One or two EZ-Way units in a housing develop- 
ment creates a demand that snowballs into tre- 
mendous sales possibilities—if you are ready. So 
don’t wait. Get a good advance look at what 
EZ-Way offers you. Learn how EZ-Way can help 
you make more sales. Write for your EZ-WAY 
PROFIT KIT today. 


EZ-WAY Sales, Inc. 


Box 300-22 


St. Paul Park, Minn. 
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Move flooring, laths, shingles, any building ma- 
terial with a smooth riding surface, to and from 
saws, lathes, in and out of storage and shipping — 
fast, and at lowest cost, with Standard Conveyors. 
Get complete information write for Bulletin 
Dept. U-4 


STANDARD CONVEYOR CO 









CONVEY IT... 


FOR FASTER LOWER COST HANDLING 





General Offices 
North $f. Paul, Minnesota 
Sales and Service in 
Principal Cities 


RAVITY & POWER 


CONVEYORS 








e |! ene purpose Pe Preser tive that 
Kil toy I milde id 
@ Th alesmal display is also free with gallon 
Seal-Treat Ce oppo, and Coppo Clear 
@ For further information and name of nearest jobber 
write 


SELL xituers 


2336 %. LAUDERDALE 
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TO THE DO-IT YOURSELF MARKET! 










WITH ALL ONE. 
GALLONS OF 









KING CHEMICAL CO. 


MEMPHIS, TENN. 
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PREFERRED BY 


TER 
SMEN 


MODEL 72 
CIRCULAR SAW 
$69.95 


Designed for the pro 
fessional, thie powerful 
heavy duty 7-inch saw 

jeal for home build 


Lf ne and remodeling 
Che extensive MALL 
line meludes over ten 
lifferent models of 
er 
Ee circular sawe 


MODEL 143T 
Vo" DRILL 
$42.00 


Lightweight, ball bear 
ing 2500 rpm, drill is 
perfect for heavy pro 
duction drilling 

metal and wood. ‘The 
extensive MALL, line 
includes over 15 differ 
ent model of drilla 


ONE OF AMERICAS 

OLDEST AND BEST 

KNOWN LINES OF 

PORTABLE POWER 
TOOLS. 


Here's the perfect power 
tool line for the dealer. 
MALL direct-to-dealer 
distribution gives you 
the most complete line 
of high quality power 
tools priced competi 
tively and free eal 
yrice cutters. And 
MALL advertising, 
merchandising and pro 
motional aids generate 
demand and sales for 
you, 

Each rugged, power 
ful, lightweight MALL 
tool operates easily and 
smoothly and will give 
years of efficient, 
trouble-free perform 
ance with minimum 
maintenance, 


MALL TOOL COMPANY 
Portable Power Tools + Gasoline + Electrics Alr 
7734 $. Chicage Ave., Chicege 19, llinols 
Please send information about a MALI 
Dealership 


Name 


Address 
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THE LUMBER MARKET 


Blame Bad Weather 
For Sales Slump 


SEATTLE—-Late winter weather 
in the east is named as responsible 
for a somewhat slow demand for 
lumber here. The over-all picture is 
complicated by weather conditions 
in the Pacific northwest in which a 
record snow pack delays opening of 
high camps and flood 
threat. A car shortage looms 


poises a 


Prices are the same as a month 
ago or changed slightly. Low pro- 
duction has tended to firm green fir 
dimension and some list it $1 high- 
er. Dry hemlock dimension is up $1 
but both fir and hemlock uppers 
are unchanged. A good California 
demand for 5X shingles is keeping 
prices steady. Western red cedar 
siding order files are smaller than 
was the case during early winter 
and %x6 and %x8 beveled siding in 
clear and “A” grades move at $5 
less. Pines are unchanged and the 
market is quiet. Engelmann spruce 
is in poor demand 


Inventory of logs in hands of 
mills and logger in commercial wa 
terways on March 1 showed losses, 
but the situation is not critical, 
Puget Sound went down 81 million 
feet for the month. Columbia river 
dropped 66 million feet and Grays 
Harbor lost 5 million. Puget Sound 
dropped 7 million feet of cedar logs 
but British Columbia gained 5 mil 
lion feet. 


Tacoma Market 
Steady, Prices Firm 


TACOMA—Little change in the 
lumber market situation has been 
evident locally in the last fort- 
night. Demand has continued to be 
fairly steady, prices have been 
firm and production has remained 
at about normal. Log supplies in 
many instances have been some 
what depleted by mill production 
demands. 


In nearby Mason county, the 
Simpson Logging Co., forced to 
close logging camps because of 
bad weather, found partial relief 
by starting temporary cutting op 
erations in areas adjacent to the 
mill and more accessible for truck- 
ing operations. Officials said the 
move was made to relieve the heavy 
drain on timber stockpiles. They 
hope to have woods operations 
back to normal by mid-April or 
perhaps earlier if weather condi 
tions moderate. 

Locally, the change over to the 
new west coast lumber grading 
Rule 15, which became effective 





March 15, was accomplished with 
a minimum of confusion, opera- 
tors said. 


Anderson & Caulins, Forks, sub- 
mitted a successful base bid of 
$162,584 for an estimated 4,602,000 
board feet of timber in state sus 
tained yield forest No. 1 in Jeffer- 
son county this week. Actual pay- 
ments for the timber will be made 
on the volume cut. 


Lumber Very Scarce 
In Northern California 


The northern California lumber 
market has shot back into its 
former condition of strength and 
high prosperity. Lumber is very 
scarce and almost anything avail 
able sells at a good price. Although 
practically all mills were hard hit 
by winter storms and heavy rains, 
they are slowly getting back into 
production. Spokesmen agree that 
the entire industry “seems strong- 
er this year than usual during 
what is considered to be a mid 
season break.” 


Mike Coonan, of Tartar, Web 
ster & Johnson, expressed the con 
cern of most of the industry by 
questioning the speed with which 
mills can get back into full produc- 
tion. 


oer 


There are not many decks of 
logs stacked up,” Coonan explains, 
“and the mills, as well as the rest 
of us are working from hand-to- 
mouth, so to speak.” 

With lumber scarce, prices in all 
grades and all species remain firm 
with practically no change from 
last report. 


New Minimum Wage 
Jumps Prices $3-$5 


KANSAS CITY The lumber 
market in the southwest during 
most of March took its cue from 
the weather. The unseasonable 
weather worked a hardship on pro- 
duction and shipments slowed. At 
the same time, home building was 
dragging and retailers were not 
inclined to buy ahead. Inventories 
in all divisions—wholesale and re 
tail—were low and mills have very 
little dry stock for immediate ship 
ment. 


Mills generally have hiked prices 
ranging from $2 to $5 per M on 
yellow pine common boards and 
dimension, because of the boost 
in the minimum wage rate and 
freight rate increases. It was 
found that the top part of the 
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price range ran into resistance 
and mills could not hold those 
maximums of around $5 per M that 
were requested in the new price 
lists. The increases of around $3 
on the average held and the 
new business accepted generally 
showed such higher quotations. 

In some markets mills were not 
able to pass on the full extent of 
the higher prices because of com 
petition with west coast woods. 
One mill here said that it lost 
business in Missouri when it at- 
tempted to maintain its new price 
list, while the Mississippi and 
Tennessee markets paid the in- 
crease, 


Pine, Fir Lumber 
Prices Up $2-$6 


BALTIMORE Southern pine 
continues very firm here, and 
dealers now predict that this sta- 
bility will remain in evidence for 
some time. These predictions are 
based on the fact that the pine 
market appears to have a much 
firmer foundation than it has had 
Most wholesalers are of the opin- 
ion that the weather and other 
variable conditions now are play 
ing only a miner role in maintain 
ing this market. Southern pine 
items have advanced from $3 to $6 


per M, and this generally at 
tributed to the combination of the 
freight rate increase and the new 
minimum wage law. Most yard 
owners feel that this price hike 
soon will dissipate, with the mills 
absorbing most of the increase 
West coast fir still is very strong 
and prices are up about $2 per M 
on dimensions and some $3 per M 
on timbers. This, too, is attributed 
the freight rate 


is 


to increase 


Nationally 


Lumber shipments of 509 mills 
reporting to the National Lumber 
Trade Barometer were 9° 
production for the week ended 
March 17. In the same week new 
orders of these mills were 10.3 
above production. Unfilled orders 
of the reporting mills amounted to 
41% of stocks. For the reporting 
softwood mills, unfilled orders 
were equivalent to 21 days’ pro 
duction at the current rate, and 
gross stocks were equivalent to 48 
days’ production. 


above 


Western Pine 
PORTLAND—The Western Pine 


association reports the following 





YOU CAN’T BEAT 
ALLIANCE! 


Now manufacturing a complete 
line of aluminum and steel track 
with all accessories to meet your 
sliding door requirements 


Write, Catalog Available 


Metal Products 


DETROIT 27, MICH 


13852 KEAL . 


BUILDING PRODUCTS 


CENTRALLY LOCATED 
TO SERVICE THE 4 
GREAT UNITED STATES 


MERCHANDISER 


Dolore 


like 
AGENTS 
TERRITORIES 
NOW 
AVAILABLE 


vith . ‘ ' 
Weldwood represe 


j 
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States Plyu od ( 
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Kiene of Kien 
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“ 
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figures on lumber orders, ship 
ments and production for the week 
ending March 17, based on infor 
mation from 114 identical mills 
The report covered all 10 woods 
of the Western Pine Region, of 
which the Western Pines comprise 
about 55%. Orders totaled 88,435, 
000 feet, compared with 75,098,000 
feet for the previous week and 
83,642,000 feet for the correspond 
ing week last year. Similar com 
parisons of shipments were 80 
463,000 feet, 78,628,000 feet and 
83,583,000 feet. Production figures 
were 79,798,000, 81,181,000 feet and 
78,575,000 feet 


Southern Pine 


NEW ORLEANS 
Pine Association reports the fol 
lowing figures on lumber orders, 
shipments and production for the 
week ending March 17, based on 
information from 110 mills. Orders 
totaled 19,211,000 feet, compared 
with 20,061,000 for the previous 
week and 19,108,000 feet for the 
corresponding week last year 
Similar comparisons of shipments 
were 18.322 000 feet 18.857 O00 
feet and 18,182,000 feet. Production 
figures were 18,945,000 feet, 19 
544.000 feet and 19 729,000 feet 


The Southern 


Miss Weldwood Hardboard for April 


Lssrinbe ra 


‘ il me i 


Millwork 
And het 
ially the } 1 his cash re 
for Weld 


1 
‘ mout o 


Philadelphia Va 
unber dealer Dad 
‘ister makes 

Hardboard, Ask your 
r fast delivery on the 276 
ELDWOOD HAKDBOARD. United 


87 branches in major cities 
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Lumber Prices at Press-Time 


The following index is intended merely as a check on buying practices. It is a compilation 
and average of mill prices at press tine and should not be considered as current on the day 


the magazine is received. The prices should be useful in followin 


market trends and as @ 


check on purchases made approximately ten days before receipt of the magazine 


DOUGLAS FIR 


Vertical Grain Flooring 
C 


a 100 160.00 


Fiat Grain Flooring 
x4 
1b 


Drop Siding 
xh (Pat. 2106 
wh (Pat. Bild 
Celling 
Wer 
#4 
Boards and shiplep and 2" (Green) 


646 
Construction Dimension 
1? 4 
2x 4 84.00 4 
2x b 83.00 
8 a6 00 
‘Oo 
said wii 
Standard Dimension 
7% 4 790 
Zit 78.00 
in 8 80.00 
2x10 AO 
Zeid BOO 
Utility Dimension ¢/!| only 
7x 4 
4a 6 


“ee 


RED CEDAR SHINGLES 


Royals 
Ne 
No, 2 
N j 


Perfections 
N j 
N y 
No. 3 
XKMNX 
N , 10.75 
N r ( d 5.75 


N 7 450 


WESTERN RED CEDAR 


Prices for Western Red cedar siding in mixed 
cars, new bundling, 6 to |é' are 
Beveled Siding, '/2 Inch 
A a 
Dy he 00 65 00 
by 5 i ).00 100.00 40.00 
by 6 t 10.00 95.00 
t Ua] « 4' ) 35.00 105.00 
Clear Bungalow Siding, % inch 
K 0.00 175.00 140.00 
10 205 200 .00 170,00 
12 inet 225.00 220.00 180,00 
Finish, 8 and Bir. $2 or 45 
6' to 16’ or Rough 
s & 


Ceiling or Flooring, 8 and Btr 
}' to 16’ or Longer 
BAB { 
ay 5.00 125.00 100.00 
x4 45.0 144.0 90 .o 
Discount on moldings, 6' to 20° odd lengths 


Series 6,000 


4 


Clear Lattice, 6/16" « 1% S' to 18 


wy 1 " 


WESTERN PINES 
Ponderosa Pine 
5/48W 
elects and 
$2 of 4 4/4 RW 6/4 OW 8/4 OW 
LBtr, R 276.00 290.00 7290.00 
Shop, $25 


4 


4/4 


Commons, $2 or 4% 


7 
172 ® 

Idaho White Pine 

Selects $2 or 45 


4B 
DR 


Commons, $2 or 45 


x t 


Sugar Pine Selects $2 or 45 
4/4RW 5 
BABtr, R 265.00 
R 260.00 
- 
Shop, $25 
No. | 
4 152.00 
a/4 57.00 


OAK FLOORING 


Clear Plain 


r 


Sel Plain 


wv 
® 


it! Com 
White 
Red 


#2 Com 


f WI 


#1 Com 
Shorts 


SOUTHERN PINE 


Vertical Grain Flooring 
BRR 
x4 230.00 
Fiat Grain Flooring 
Ix4 60.00 
xb 


Drop Siding 
ixb $106 
xb Hib 


Boards & Shiplap 
Ind 1x8 
N { grade) 120.00 120,00 
N ? 89.00 90.00 
No, 3 78.00 84.0 


No. | Dimension (Dense) 
12" 14 ‘ 
x 4 98.00 98,00 01.0¢ 
x 6 100.00 104.00 101.00 
2x 8 99.00 997.0 97.00 
2x10 110.00 110.00 1165.00 
2x12 130.00 130.00 128.00 
No. 2 Dimension (Dense) 
ex 4 95.00 95.00 78.00 
dx 6 90.00 94.0 92.00 
2x 8 98.00 10.0 90.00 
D 9401 9 Ox 89.00 
100.0 00.0% 98 00 
No. 3R8/L Only 
x 4 


x 


All prices based on kiin dried stock 


REDWOOD 
Bevel Siding 


jn 4V.G 


WESTERN HEMLOCK 


Vertical Grain Flooring 
B&Btr 


x4 150.00 


Flat Grain Flooring 
x4 35.00 
1x6 140.00 


Drop Siding 
lxe (Pat. 2106 35.00 
xh (Pat. Zilé 35.00 

Ceiling 

x4 IW 
x4 00 
Boards and Shiplap and 2" (Dry) 
x6 1x8 
«/ ; 400 1, Of 
Standard 47.00 49.00 
Jtility 60.00 42.00 


Construction Dimension 


84 OC 
83.00 
81.00 
Utility Dimension r/! only 
2x 4 
2x é 


9 


> 
é 


ENGELMANN SPRUCE 


Boards and Shiplap (dry) 
tx ‘ 
248+ 100.00 105.00 
348 7.00 84.00 


| Dimension 


r 


¥ 
Ls} A 
ao 

j 


No. 2 Dimension 
/ ; A 
71 .O 
15.00 73,00 
14.00 2. ] 72.00 
73.00 73.00 1.00 ] 75.00 
Mills are now grading boards No. 2 and 3 com 
mon, Mills do not grade out No. 3 dimension 

as In fir 
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NEW 


Berry Floataway Doors 


This new all-steel folding closet door 
offers full access to storage space and 
low installation cost. The easy-gliding 
Berry Floataway Doors open to their 
full width, creating see-all closets. The 
simple installation and a %” fitting 
adjustment which eliminates close tol 
erances in framing is said to make the 
door ideal for the do-it-yourself trade 
The doors are available in eggshell 
white or baked enamel natural birch 
grain finish and can be painted o1 
wallpapered. Floataway steel folding 
closet doors may be purchased to fit 
finished openings of 3, 1 or 5’ in width 
and 6’ 8%” and 7° 11%” in height 
Steel Door Corp., Dept. AL, 2400 East 
Lincoln Road, Birmingham, Mich. 


Cirele Neo, 201 on Coupon, page 100 


Industrial Screwdrivers 


Stanley Tools announces a series of 
industrial screwdrivers incorporating 
a green Cushicn-Core feature in the 
plastic handle. The Cushion-Core driv 
er was designed with the knowledge 
that a screwdriver is used for a good 
many purpose other than turning 
crews. The “plug” stops blows at 
the end of the blade where the force 
of the impact is otherwise directly 
transmitted to the plastic handle 
Other features of the No. 2000 line of 
Stanley industrial drivers  inelude 
comfortable full size handles, select 
alloy steel bars with ground 
tips. The line comes in a full range 
of styles and sizes regular bar, 
square bar and cabinet bar. Stanley 
Tools, Dept AL, 111 Elm St., New 
Britain, Conn. 


cross 


Circle No. 202 on Coupon, page 100 


Tiny Trimmer 


An efficient paint scraper for win 
dows is announced. Called the Tiny 
Trimmer, this dual purpose bubble- 
packed tool incorporates many fea 
tures. Two blades are furnished, each 
shaped at one end for scraping paint 
near the sash. The opposite end of 
each blade is for scraping paint, re 
moving labels, etc., from the interior 
glass surface. The wide blade is for 


BuILDING PRopuctTs 


MERCHANDISER 


PRODUCTS 


« - nay 


» 


hes y° E> ® . seco 4 
in ed 


trimming paint close to the sash on 
the inside of the window. The nar 
rower blade is to be used on the out 
side of the window where a narrow 
paint seal is necessary. Correctly 
spaced runners glide smoothly along 
the sash to properly space the di 

tance of the keen blade. The Fletcher 
Terry Co., Dept. AL, Forestville, Conn 


Circle Ne. 203 on Coupon, page 100 


Electric Drop-in Top 


Designed for easiest, watertight in 
stallation, flu h with the countertop 
th's new Globe electric drop-it irface 
unit (Model ETURG-1) can be in 
talled from the top in mere minut 
it is said. Only a straight-line re 
tangular rough opening i 
with no corner radius to cut. Auto 
matically controlled Glo-Brown Grid 
die and remote control panel are ma 
jor features Glo-Speed = slim-tube 
elements have heat saver 
and seven controlled heats 
ity drip trays and lifetime porcelain 
underbox are additional features 
Globe drop-in cooking tops are de 
signed to fit all standard countertops 
This stainless steel unit is 42” wide 
A 34 wide model j also availabl 
with or without remote contro! pane 
Globe American Corp., Dept 


req iired, 


inner coil 


tig capac 


AL, 1124 
Merchandise Mart, Chicago, II! 


Cirele No, 204 on Coupon, page 100 
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Gratin wr kore 


Thermosetting Plastic 


The development and production of 
thermosetting plastic 
announced 


a strong, clear 
with unusual properties i 
Homalite 101, as the new plastic | 
called, does not support combustion 
and has the highest heat resistance 
yet developed, it is said. Clear and 
Homalite 101 pro 
cratch resistance. It 


almost colorle 
vides excellent 
resists crazing, is claimed to be a 
better thermal insulator than glass 
It can be sawed, drilled, bored and 
machined much like metal. Homalite 
101 come in tandard ized heets 
approximately 24” x 30”. Larger size 
shapes and colors 
may be obtained on special order. The 
Homalite Corp Dept. AL, 11-18 
Brookside Drive, Wilmington 4, Del 


or specially cast 


Circle Ne. 205 on Coupon, page 100 


Sager 8SS Thresholds 


An all-new threshold has been dé 
igned by Sager Weatherstrip and 
Calking Corp. Made of sturdy alumi 
num, with a double tube shaped viny! 
it 1 aid to actually hug the bottom 
of a Dustproof and 
weatherproof, the 88S Thresheld elimi 
nates under door hook and is reversible 
when one side is worn. Available in 
all popular lengths, it is individually 
packed with screws and instruction 

Sager Weather 
Corp., Dept AL 

Chicago 36, Ill 


closed doo! 


for easy installation 

trip and Calking 

6726 S. Ashland Ave 
Circle Neo. 206 on Coupon, page 100 
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| Prodwcls of Merit | | 
ig, CONSUMERS 


WATERPROOF! 


The quick, clean, easy way to put 
up tile boord, any thickness — 
permonenily! 


Never sets brittle wont dry 


out ond pull eway 


Waterproof, Contains special 
rubber base 


Economical. Covers 150 sq. ft. per 
gollon 


Available in quarts, gallons, 5 
gallons 


—, 
ORDER FROM YOUR WHOLESALER - 


OR DIRECT FROM US 


CONSUMERS GLUE CO 


1515 N. HADLEY ST ST. LOUIS 6, MO 


Civele Ne, 98 on Coupen, page 100, 





NEW PRODUCTS 


(begins on page 85) 








New 
‘DOUBLE EDGE 


Hack Saw 


Now ONE hack saw blade 
for cutting all thicknesses 
of metal. Home owners 
and mechanics will really 
go for this new flexible 
blade. 


Individually carded 
blades 





Civele Neo. 99 on Coupen, page 100, 
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Structural Panels 


An unusually strong yet lightweight 
structural panel, made of paper honey 
comb sandwiched between Conolite 
plastic laminate, is a new product 
development of Continental Can. The 
manufacturer reports it has perfected 
an exclusive method of making the 
honeycomb-and-Conolite panels in con- 
tinuous lengths. This permits seam- 
free application of the new lamina- 
tion for home and office furniture and 
paneling needs, The lamination is 
composed of Kraft paper honeycomb, 
impregnated with phenolic resin for 
rigidity and faced with Conolite plas- 
tic surfacing. Conolite surfaces are 
available in a rainbow of colors and 
many interesting patterns. Continental 
Can Co., Honeycomb Div., Dept. AL, 
100 East 42nd St., New York 17, N. Y 


Cirele Ne, 207 on Coupon, page 100 





Simpson Ceiling Fan 


The Simpson Model 98 is an 8” high 
velocity fan unit specifically designed 
for home service. Model 98 economi 
cally provides clean, fresh air-transfer 
for such varied home locations as 
kitchens, laundry rooms and rumpus 
rooms, it is claimed. This versatile 
fan adapts readily to conventional or 
exposed beam interiors and is said to 
be ideal for either new or older type 
construction. A patented mounting 
bracket quickly adjusts the unit to fit 
ceilings of any thickness, with no 
time-consuming “framing in.” The 
anodized aluminum grill has generous 
flanges for installation over round or 
square rough openings. Snap-in mo- 
tor mounts permit instant removal of 
both fan motor and blade. Simpson 
Co,, Dept. AL, 1060 East 11th St., 
Oakland 6, Calif. 


Cirele Ne. 208 on Coupon, page 100 
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Versatile Sealers 

Development of durable compounds 
for effectively sealing the minute 
spaces in masonry is announced, Gil- 
breth Sealers are said to resist pene- 
tration of moisture, large concentra- 
tions of water and hydrostatic pres- 
sure where masonry is of adequate 
thickness. For use on concrete, cinder 
and concrete block, brick and other 
porous materials used in structures 
as foundations, basement walls, swim- 
ming pools, etc. Dries in approximately 
ten hours. The Gilbreth Co., Dept. AL, 
1211 Chestnut St., Philadelphia 7, 
Penna. 


Cirele No. 209 on Coupon, page 100 


POCKET FRAME 


P-... 7 


No-Warp Pocket Frame 


Newly engineered with fine adjust 
able features to allow trouble free 
operation and qualified fit, the new 
No-Warp pocket frame installation is 
available for both 1%” and 1%” doors 
New improvements include: Doors can 
be hung with hangers and removed 
with or without hangers attached; 
new single nylon guide for either wood 
or concrete flooring; completely pack- 
aged and semi-assembled so no time 
is lost looking for parts; track and 
header are one section of 63/ST/5 
aluminum. Standard-Keil Hardware 
Mfg. Co., Inc., Dept. P-AL, 2413 At 
lantic Ave., Brooklyn 33, N. Y 


Cirele No. 210 on Coupon, page 100 


Kiddie Table 


This Kiddie Table is designed for 
use by children in either outdoor or 
indoor play areas. Sturdily construct- 
ed of seamless welded steel tubing, 
the Kiddie Table matches an adult- 
size Tak-A-Part Table introduced by 
the manufacturer a year ago. Slide- 
easy, skid-type feet make the Kiddie 
Table easy to move without damage 
to floors or lawns. A single piece of 
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lumber 4’ long and 23” wide, forms 
the top. Two pieces of lumber, 4’ long 
and 8” wide, form the two seats. The 
steel frame that holds the top and 
seats is finished in black enamel. The 
frame is firmly supported by flanged 
channeling. The Kiddie Table is sup- 
plied complete with lumber for top 
and seats. Midwest Metal Stamping 
Co., Dept. AL, Kellogg, lowa. 
Circle No, 211 on Coupon, page 100. 


Built-in Gas Oven Unit 


The new 1956 Hardwick gas oven- 
broiler unit is available in stainless, 
coppertone or white porcelain finishes 
and is built for quick, easy installation. 
All gas and electrical connections are 
made in front. Mounting screws are 
located in front and clamp the oven 
tight against the wall so that no hot 
air can escape to discolor wall, An 
exclusive Hardwick cold-air pump 
helps insulate the oven walls and cools 
vented air. Clock-control of the oven 


is optional. By presetting special con 
trol clock, oven goes on, cooks, goes 
off—all automatically. Hardwick Stove 
Co., Dept. AL, Cleveland, Tenn 


Cirele Ne. 212 on Coupen, page 100. 
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Boston Type Outlet 


The Boston Type Outlet is a newly 
developed aluminum outlet for wooden 
gutters, which is said to reduce instal- 
lation time and save up to $1.00 per 
outlet. Boston Type Outlets are quick- 
ly and permanently secured in the 
drilled hole by means of unique fas 
tening lugs, which are part of the out- 
let. The lugs can be driven into the 
wood with ordinary tools in less than 
a minute, says the manufacturer. No 
nailing or countersinking of the wood 
is required. The unit has no flange to 
trap moisture and promote gutter rot 
The outlets are made of high strength, 
heat-treated aluminum alloy and are 
available in four sizes: 1%, 1%, 2 


and 2%” outside diameter. Cliff-Bay 
Co., Dept. AL, 104 Edward Foster Rd., 
Scituate, Mass. 

Civele Ne. 215 on Coupon, page 100 


Home Master Stepladder 


Made of heat-treated structural 
aluminum alloy, the new Home Master 
stepladder is ultra light and is claimed 
to be ideal for home, office, library or 
stockroom. A rugged, long-lasting lad 
der, it features double-riveted steps, 
cadmium-plated steel spreaders, re 
inforeed diagonal braces. The Home 
Master has many “heavy ladder” 
safety features—ridged steps for bet 
ter footing, rubber feet that “hold the 
floor,” non-skid rings on pail shelf 
and tray-type top. Available in sizes 
from 2 to 6’. Two-foot size features 
ribbed rubber top; sizes 4 through 6’ 
are equipped with pail shelf. Louis- 
ville Ladder Co., Dept. AL, 1101 West 
Oak St., Louisville 10, Ky 


Cirele Neo, 214 on Coupen, page 100, 
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Trade Mark 


Registered 





PONDEROSA PINE — SUGAR PINE 


WHITE FIR 


DOUGLAS FIR 


INCENSE CEDAR 
Annual Production 60 Million 


High Altitude, Soft Textured Growth 
Modern Moore Design Dry Kilns 


Manufacturer and Distributor 


PAUL BUNYAN LUMBER CO. 


SUSANVILLE, CALIFORNIA 
Sales Office at Susanville, California 


ANDERSON, CALIFORNIA 
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Pree-Mix Concrete Glue with 
add quantity of concrete glue 





Large Escutcheon apply 
yruen; 


repenry —— 
NEW PRODUCTS sebicsent nade 

, - National Hardware announces a new to prepared patching material and 
(begins on page 85) 5%” rose. This attractive, large mix together; apply patching material 
escutcheon with slightly concaved to broken area and smooth with trowel. 
face and gracefully rimmed edge, y oes Concrete Glue is packaged in pints, 
fitting companion to the new E-Z-Set quarts, gallons, 5 gallons and drums. 
front door lockset with five-inch back It may be used for gluing concret« 
set. The latter, in plain or deadlocking tn aweod plaster, plastic, steel, glass 

, plas , , , 

latch-bolt style, features a one piece or practically any other material, says 
construction with no linkage we On the manufacturer. General Materia! 
tensions. National Hardware Corp., Co., Dept. AL, 650 Rosedale, St Louis 
Dept. AL, Ozone Park 16, N. Y. 12 "Mo 
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Adjustable Wire Shelves 


Certain wall units in the 1956 Kitch 
en Maid kitchen cabinet line are avai! 
able with adjustable wire shelves, re 
ports the manufacturer. The Kitchen 
Maid shelves can be adjusted without 
removing from the cabinet, are easily 
changed even when fully stocked, it 
is said, This innovation is made pos- 
sible through four round supporting 
knobs, plated to match the shelving 
Shelves adjust vertically by one-inch 
increments without removing or re 
locating any brackets or clips. Shelv- 
ing is specially treated to resist rust, 
tarnish and corrosion, to simplify in liquid state yet dries to a water ‘u 
cleaning. Kitchen Maid Corp., Dept. proof, acid-resistant bond, Concrete to install. Trio Letters, Inc., Dept. 
AL, Andrews, Ind glue is applied by the following meth L-AL, 331 Woodlawn Ave., Aurora, II] 

Cirele No, 215 on Coupon, page 100 od: Clean broken surface with water; Cirele No, 218 on Coupon, page 100 


Raised Letter Signs 
Attractive raised letters up to 1‘ 

thick for modern 3-dimensional effect 
Individually designed to 
harmonize architecturally. Made of 
plastic laminated plywood. All letters 
are triple-baked enamel with tile-like 
lustre and rustproof mountings ready 


Concrete Glue 


that is said 


A completely new glue 
to old are available, 


to actually bond new concrete 
concrete is available. The product, 
called Pree-Mix Concrete Glue, is a 
plastic adhesive which is water soluble 








GILLIES BROS. & CO. Ltd. 
BRAESIDE, ONTARIO, CANADA 


at last!.... 


Mfrs. of 
Genuine 


WHITE PINE 


Also some Norway and Spruce 


(PINUS 
STROBUS) 


a painted shake with enduring qualities! 


ADD TO THE TIMELESS QUALITY OF WESTERN RED CEDAR THE 


MOST ADVANCED METHOD OF PRE-PAINTING .. THE RESULT, 
A SIDEWALL SHAKE THAT EMBRACES EVERY IM 
PORTANT BUILDING FEATURE; COLOR—ECONOMY 


DESIGN QUALITY—ADAPTABILITY—DURABILITY 
ALL THESE FEATURES ARE REPRESENTED 
BY THE NEW CAPITOL PAINTED SHAKE 


AIR-SEASONED _ WATER-CURED 


Rough or Dressed DEALER INQUIRIES 


INVITED 
Write to: 


heeaibes TWE CAPITOL SHAKE COMPANY 


capitol painted shakes = P.O. Box 134, North Sacramento, Calif 





Capacity 28 million feet annually 
Sawmills — Braeside and Temagami, Ontario 
Member N.A.W.L. 

















Established 1842 — 
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123456 
BUSINESS RECORDS BOOKS 


7890 12 MODERN PRACTICAL ACCOUNTING 


Mail This Coupon to 


AMERICAN LUMBERMAN, INC 


$4.00 139 NO. CLARK ST., CHICAGO 2, ILL 
Enclosed is my check in the amount of $ forthe 


books | have checked below 
Modern Practical Accounting 


Bookkeeping for Business and Personal Use 
Volume lt 


$6.26 


Cee, ya ween peneeioel mmameparie’ deviotone. $98 popes, 100 Wivetrosions. 
567890 
l 23456 various business and persone! records, and how to keep them ae Vetume tt 


345678 Your business will profit more with scourete records to aid in daily opere- 

901254 BOOKKEEPING FOR BUSINESS AND PERSONAL USE 
Raymend V. Credit twe volumes 

789012 eee 

345678 

9012354 


Vel. tt 2.76 Address — 
Deseribes recerds end procedures thet spp'ly to the organizational set-up 
partnership, corporation, incorporation; plus entries necessary te overali 


business enatysie 212 pages, 68 |! ustrations 


OS 


cao +. 


Ipril 16, 1956, AMERICAN LUMBERMAN AND 
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Random Pattern 


A distinctive addition to the Celotex 
insulating interior finish product line 
is the Random Perforated Twintex 
Tile Board. Its unique pattern, linen 
like texture and high light-reflective 
surface provides a strong decorative 
interest for ceilings, it is said — 
are 12” x 24” and are cross-scored to 

Flange for look like square tile. White finish 
»xtends over all bevel edges and cross- 
U Peg-Legs — to provide continuity to the 
surface color. Random Perforated 
Twintex Tile Board has the E-Z Joint, 
Perry Furniture Co. announces the which conceals nailheads or staples, 
development of a new universal flange securely interlocks the units and is 
for attaching its wood tapered legs to quickly fitted. It can be painted te 
do-it-yourself tables, cabinets and sim- accommodate changes in interior color 
ilar projects. The flange is designed styling. The Celotex Corp., Dept. AL, 
to provide for mounting legs in either 120 South LaSalle St., Chicago 3, Ill 
a vertical or gently inclined position Circle No. 220 on Coupon, page 100 
It is stamped from heavy gauge metal 
and attached to the furniture by means 
of screws. These solid maple legs are 2 
ready for assembly and finishing and 7 
come in lengths from 3” to 28” with 
or without brass ferrules. Perry Fur- 
niture Co., Dept. AL, 507 Monroe Ave., 
N.W., Grand Rapids, Mich. 
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—— Here's How You Can Profit 
ere’s How You Can Proli 
COMING—NEXT ISSUE — Cabinets 


Up-to-date data on the timber market 
How to Sell More Hand is essential for making those important 
Tools White Mountain King-Size all-stee! decisions that mean the difference 
cabinets are designed to meet vary between profit and loss When you 
A field-tested sales plan will ing office needs. Outwardly the cabi have the facts, you ore prepared to 
tell you how to sell more hand nets are uniform in size and color but take advantage of opportunities 
tools. This article will tell you the interiors are adaptable to three when they orice. As o notionel 
which hand tools sell best, how uses storage, wardrobe and a com timber clearing house, we can fur 
to display and maintain an easy- bination of both. Model No, 7836 is nls confidential inl cians a the 
to-take, up-to-date inventory. — a combination closed storage unit and Mite tries x prego aplpphalggse 
: wardrobe with adjustable shelves. This mow! valvable sort for the conduct of 
Look next issue for “Tested White Mountain line cabinet is 78 your business. Our semi-monthly 
Plan Tells You How to Sell More high x 36” wide x 24” deep and is bulletin will keep you informed about 
Hand Tools.” available in either gray or olive green © Timber tracts for sole 
The cabinets have doors with stream 











@ Previous timber sales 





(continued on next page) 





© Government timber for sale 


@ Invaluable data for timber buyers, 








sellers, brokers, banks, insurance 


What's Your Answer? asiaatarerncedaptcantingee tty Sor ett 


operators anyone who is interested 


What’s Your Score? 9 or 10 correct: Excellent! 7 or 8: Good. & or 6: Fair in reliable information about timber 


Here’s an easy way to check your retention of the information contained Also, timber for sale may be listed in 
in this issue. Use the questions, too, as a quiz in your next sales meeting the bulletin without added cost to 
Both editorial features and manufacturers’ advertising are represented ir subscribers, Cash in on the many 
the questions below. For the answers, see page 92, advantages our service offers, Ask 


, . ‘ c ode ' 
1. What two manufacturers are offering dealers an opportunity to win for details today 


vacation trips wit ll expenses paid? 
cation trips with oll expenses pald Phone 3-2178 © TWK RV 45 
How dd a California dealer get handymen interested in cement and 
masonry? 


How can a buyer save money when using the Goldblatt tool catalog? \ 
/ 


lational Cimber S&S "ef Op), 


What do customers say is good or bad about modern lumber yards? 


What new product has been developed to keep saws “factory fresh”? 
Suite 115 Certton Terrach Bidg, 

How much of a markup does Palmer Lumber Co. make on its utility Dept. AL-4, P, O. Box 2297, Roanoke, Virginia 
buildings? a led bev! your serv 


. ‘ wit? "hl >t! 
What manufacturer now affixes a permanent trade mark to its line ° 
of doors? 

What did McAllister & Morgan Lumber Co. do to increase sales? 

How can snap-side flooring cut labor costs? 


Why is Lake County Lumber Co. in favor of pole buildings? 
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Hoggson Brand 


CES CREE Ny 
Rollers 


Concave Face 


2 models, for fibre gloss or metal screens 


Stenderd 2” dia 


for inserting spline inte frome ofter 
screening has, been positioned 
Standard stock sizes ore 093, .105, 
125 and .170 width of face 

for fibre gloss roller model, send 
1” section of channel, screen and 
spline to insure correct size roller 


Convex Face 


Stendard 2" dia. x 

1/16" face 
Primarily used in putting the screen 
ing into the frame slot. Can be sup 
plied with 3/32" rounded edge 


Flanged 


t 


stock size is 2 and 


Standard 
1.5/8" 9/16" width 


8 diameters by 
of face 


Special sizes on all above tools can be 
made to order. Send specifications 


HOGGSON & PETTIS MFG. CO. 
BOX 1650, NEW HAVEN, CONN, U.S.A. 


Reconditioned FORK LIFTS 
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SAVE MONEY! GET 
NEW GUARANTEE 


Good as new! We, as country’s 
best qualified equipment dis- 
tributor, guarantee it! 2,000 to 
15,000 Ib. models with solid or 
pneumatic tires; any size; lift- 
ing height. Clark, Towmotor— 
Moto Lift, Ross and Hyster. 


Write for prices, delivery, 
informaticn. 


Mempnts Eouremestr ) 


Consraverion awo avromorive \‘ ompany 
SOVUIPMENT AND PARTS 
766 60, THIRD ST MEMPHIS, TENNESSEE 


Civele Ne. 102 on Coupen, page 100, 
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NEW PRODUCTS 


(begins on page 85) 





lined chrome pulls, rubber bumpers 
and silent vinyl roller catches, with 
three-way paracentric locks and key 
They are shipped kd and are de 
signed for easy assembly. The Maine 
Mfg. Co., Dept. AL, Nashua, N. H. 
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Decorator Screen Doors 


Two new decorator screen doors are 
announced by Continental Screen. Pat 
tern No. 1500, a two-panel screen 
door, has a removable louver insert 
in the bottom half of the door and 
removable scroll insert in the top. Pat 
tern No. 1501 is a one-panel screen 
door with removable scroll insert. Re 
movability of inserts makes for ease 
in painting. Available in three sizes 
2-8 x 6-8, 3 x 6-8, 3 x 7. Continental 
Sereen Co., Dept. AL, 310 S. Michigan 
Ave., Chicago 4, Ill. 


Cirele Ne, 222 on Coupon, page 100 


Hanger and Track 


A new design in hanger and cov 
ered trolley track for sliding doors 
weighing up to 350 pounds is an 
nounced, The No. 66 Hanger features 
pressed steel wheels, full 2%" diam- 
eter, with roller bearings for smooth 
operation. Both wheels and adjusting 
bolt and nut are heavy zine coated. 
Hanger permits vertical and lateral 
adjustments. The No. 109 Track has 
interlocking joint assuring precise 
alignment, it is said. No brackets are 
needed. Both rail and cover are made 
from 16 gauge steel, electrically weld- 
ed top and side. Frantz Manufacturing 
Co., Dept. AL, Sterling, III 


Cirele Ne, 225 on Coupon, page 100 
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Homko Lawn Traveler 


The improved Homko RR-140 Lawn 
Traveler is said to be the only power 
mower utilizing an automobile type 
transmission with gear shift for for- 
ward, reverse and neutral action. A 
reel-type riding mower, the Homko 
features a full range of speeds and 
can operate up a 10% grade easily 
with its 2% hp Briggs & Stratton gas 
engine, it is claimed. The Homko has 
a full 30” cutting width and turns 
without difficulty in a four-foot radius. 
A flexible cutting unit permits opera 
tion on rough ground. Seat is fully 
adjustable, spring constructed and 
upholstered. With its blade disen- 
gaged, the Lawn Traveler is an ex- 
cellent tractor for pulling a lawn 
sweeper, fertilizer spreader, roller, 
etc. Western Tool & Stamping Co., 
Dept. AL, 2725 Park Ave., Des 
Moines 13, lowa. 
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My-Ko Tile Cleaner 


A new tile cleaner, which has been 
developed to fill the needs of those who 
install their own vinyl or rubber tile 
floors, is announced. My-Ko Tile clean- 
er is simply spread on and rubbed 
gently to remove unsightly excess ad- 
hesive. It is said to work equally well 
in removing other stains and heel 
marks from vinyl and asphalt floors. 
It will not harm surfaces or color, it 
is claimed. It also eliminates the need 
for steel wool and solvents. After the 
installation job has been completed, 
the tile cleaner may be used from 
there on to keep the floor looking 
clean and new. My-Ko Tile Cleaner 
is sold with a money-back guarantee. 
My-Ko Chemical Corp., Dept. AL, 
1255 N. 6th St., Milwaukee, Wis. 
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More Dealers Than Ever 
are Now Reading 
AMERICAN LUMBERMAN 


1956, AMERICAN LUMBERMAN AND 





Tot-Safe Storage Cabinet 


The Tot-Safe medicine cabinet has 
a three-dial combination Corbin Sesa 
mee lock which children cannot open, 
it is claimed. The white enameled, 
heavy-gauge Tot-Safe has shelves de- 
signed to store small and large pack- 
ages and bottles of dangerous house- 
hold supplies, medicines and prescrip 
tions. The 12%” x 16%” x 5” chest 
hangs anywhere and is easily at 
tached with screws. The Tot-Safe Co., 
Dept. AL, Durham, Conn. 


Circle No, 226 on Coupon, page 100 


Flower Pot Holder 


_ A new way to dress up ornamental! 
iron rails, columns, room dividers and 
all types of decorative metal work is 
announced. A flower pot holder, or 
“ring”, has been developed to attach 
to %” (or smaller) square pickets in 
rail and other grillework. The ring 
suports a flower pot securely. The 
weight of the potted plant locks the 
ring tightly in place. Two sizes are 
available: one to take a 4” (diameter) 
flower pot, another fits a 6” pot. Ten 
nessee Fabricating Co., Dept. AL, 1490 
Grimes St., Memphis, Tenn. 


Cirele No. 227 on Coupon, page 100, 
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EZ-Trim Molding 


Jaffre Manufacturing announces EZ- 
Trim wall and shelf molding, %” ply- 
wood strips, 20” each, painted white, 
green, red, yellow, pink, natural birch 


3UILDING Propucts MERCHANDISER 


in four patterns, pinholed for EZ at 
tachment. Use as shelf trim, cornices, 
ceilings, frames, bookcases, corner 
shelves, radiators, closets, doors, in 
single and combination patterns, fit 
into each other. Bendable, EZ to cut, 
saw, miter and join, it is said. Free 
plywood display with initial order 
Also 8’ point and scallop molding 

2-10” wide, are available. Jaffre Mfg 
Corp., Dept. AL, 189 lst st... Brook 
lyn 15, N. Y. 
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improved Utility Cabinet 


Fingertip convenience and kitchen 
efficiency reach a new peak with the 
sliding utility panel cabinet for pot 
pans and miscellaneous kitchen tool 
Built in counter-top height, this smart 
cabinet has a perforated Presdwood 
panel and is supplied with hanger 
hooks which can be placed in any of 
the perforations. Equipped with ball 
bearings, the panel slides easily and 
noiselessly. This Wood-Metal Indus 
tries’ accessory accommodates a num 
ber of utensils and tools in just 9” of 
wall space. Wood-Metal Industries 
Inc., Dept. AL, Kreamer, Snyde 
County, Penna. 
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Room-to-Room Fan 


Broan Manufacturing announces a 
through-the-wall fan that propels 


warm or cool air from one room to an 
other. It is called the No. 700 Room 
to-Room fan and, according to the 
manufacturer, it equalizes room tem 
peratures, This 8” diameter, venturi 
type fan delivers air silently at th 
ate of 250 cubic feet per minute, it 
It is manually operated by a 
pull chain switch and adjustable for 
walls 2%” to 5%” thick. Design is 
modern; finish, white baked enamel 
Installation, it is claimed, is easy and 
inexpensive. Broan Manufacturing Co 
Ine., Dept. AL, 1669 N. Water St., Mil 
waukee 2, Wis 


Civele Neo, 235 en Coupen, page 100 


is said. 


(continued on page 96) 


It's easy to 
do witha 


SCHUBERT PICKET CUTTER 


Net Price Only 


$63.50 


f.e.b. 
Wilmette, tli 


Points 200 te 250 pickets per hour 
smooth finish adjustable for width 
Light-weight ond portable (36 tbs.) yet 
rugged end durable for years of service 
Anyone can operate prompt delivery 
Write for complete information! 


H. A. SCHUBERT CO., Machinists 


1212 Washington Ave., Wilmette, LL 
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ANYBODY CAN MAKE 
SIGNS LIKE THESE 


In Minutes « For Pennies! 





Thousands of 


‘ 
no 
a8 83 Sen 


retailers have their own 


desk-top sign shop’’ using the 


WEBWAY SIGN KIT 


Pre-gummed letters & numerals that stick 
down fast and easy on sell-spacing cards 
Average-size signs cost you only a dime 


Write 
Box 339 - - St. Cloud, Minn. 


The HOLES-WEBWAY Co. 
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Mr. Lumber Dealer: 

a basic store fixture 
designed specifically to 
display and demonstrate 
building materials and 
related products. Tested 
and proved successful! 


Here's fixture which 


revolves, and may be used with or 


a display 


without fins to give up to 192 sq. 


yo” 


ft. of display area in just 32” di- 


ameter of floor space! 
A basic 
high, 16” 


can use alone or in series as a sta- 


six-sided pylon unit 96" 
wide and 32” deep you 
tionary unit, for open beam ceil- 
ing, floor-to-ceiling, and wall in- 
stallation; or mounted on casters 
to move anywhere in the show- 
room, 

Kstimated price if bought at re- 
tail: $200.00 plus shipping. 

By building it yourself, you can 
save more than $110.00. Complete 
plans, working blueprints, step-by- 
step instructions, materials and 
materials source list and details on 
modifications, only $8.75. Obtain- 
able by return mail from American 
Lumberman, Fill-in and post cou- 


pon today. 


American Lumberman Dealer Service Dept 
138 NW. Clark Gt., Chicage 2, tlineois 


Piease send me postpaid the three biveprints and com 
plete instructions for the retail lumber dealer pylon unit 
display fixture. tam enclosing $8.75. (Please send che 
or meney order) 

Name 

Company 


City 
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Three-Way Display Rack 


A new display rack with a built-in 
table for cutting Lifetime Fiberglas 
Window Screening is announced by 
the manufacturer. The rack takes up 
only 3% square feet of floor space as 
it displays, stocks and dispenses eight 
screen sizes from 24 to 48” wide. The 
cutting board built into the all-steel, 
enameled rack eliminat 
truggling with clumsy rolls. A self 
measuring tape is packed the full 
length of each roll to simplify cutting 
special introductory display is 
delivered at no with the pur 
eight 50’ rolls Lockset 
Co., Ine., Dept. AL, 200 
Lowell, Mass 


240 « 


said to 


cost 
chase of 
S« reening 
Market St., 


Circle No n Coupon, page 100 


Eye-Catching Rack 


An eye-catching rack especially de 
signed to display Kaiser Aluminum’ 
full line of farm building plans is now 
available to help dealers § increas: 
ales of the company’s aluminum roof 
iding. The sturdy wire frame 
square by 6%” deep, is a 
size for either 

In addition to an 
mating and Application Guide 
other product literature, the rack dis 
penses individual plans covering stand 
Kaiser Aluminum 
agricultural corrugated roofing and 
siding is available in 26 and 48” 
widths, in .019 and .024-inch gauges 
and in two pitches, 14%” and 2%", in 
tandard lengths up to 12’, The sheets 
come in a choice of finishes—embossed 
or plain, Five and 8-V crimp in .019 
ind .024-inch gauges are 


ingg and 
unit, 19 
convenient 

wall display 


counter o1 
Esti 


and 


also avail 


Aluminum & Chemical 
Inc., Farm Building Service, 
Dept. AL, 1924 Broadway, 
Onkland 12, Calif. 
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Decorator Cabinet Hardware 


turing the new Decorator line of cabi 
net hardware is available, This display 
shows how the new Decorator hard 
ware can be used on painted or natural 
kitchen, den, living 
Decorator Assortment No 

knobs, pulls, bac k plate . 
and hinges, finished in striking dead 
black and gleaming brass combina 
tions. Display Board No. 40, complete 
with hardware, is offered free with 
each assortment, the manufacturer 
points out. Unit is chartreuse and 
black in color, with natural finish base, 
It’s designed for use on counter or in 
show window, National Lock Co., Dept 


AL, Rockford, Ill 


No. 2452 on Co 


surfaces in the 
room, et« 
40 includes 


Cirele upon, page 100 


What's Your Answer? 


Que ations on page &9 


See the WEPCO ad on page 13 
and the Biltwell ad on page 77 for 
details of the contests. 
With a Saturday morning clinic 
for handymen. Page 60. 

Buying from the retail dealer 
saves the customer postage char- 
ges. Page 54. 

See page 44 for the results of a 
newspaper survey and customer's 
comments. 

See 


4 special baked on finish. 


Disston ad on page 65. 
This Pennsylvania dealer 
10% markup. Page 50. 


got a 


Mengel Doors. Page 55. 
Remodeled their warehouse into a 
shrowroom. Page 80. 

See the Cloud Oak Flooring ad on 
page 19. 

Using pole construction resulted 
in a bonus of 5,000 square feet of 
floor area. Page 46. 

AMERICAN LUMBERMAN 
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Hyde Cardosells Line 


The Hyde Manufacturing Company 
is now featuring 22 of its fix-up and 
paint-up tools, individually carded, fo 
perforated wall and floor fixtures and 
counter merchandisers with bins. These 
self-serve, individually colored, carded 
products, called Cardosells, include the 
popular numbers in Hyde’s Blue Dia 
mond and Black and Silver lines of 
putty knives and scrapers. Hyde’s 
paint scrapers, handy knife, razor 
blade scrapers, glass cutters and sand- 
wich spreaders are now also individ 
ually carded. Each Cardosells pack 
aged tool is identified, prepriced and 
shows product uses. Hyde Cardosells, 
Dept. AL, Southbridge, Mass. 


Cirele No. 234 on Coupon, page 100 
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“Talking” Display Cartons 


An incentive for garden supply sec- 
tions to move trellises out into traffic 
is announced, Shipping cartons can be 
quickly converted into “talking” di 
plays. New colorful tags tell how 
trellis can be used for vegetables, 
legume flowers and vines. Akay 
Corp., Dept. AL, 4034 N. Kolmar Ave., 
Chicago 41, Ill. 
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Celotex Displayer 


This new wire rack displayer is de 
signed to promote the sale of Celotex 
Insulating Tile Board and Finish 
Plank. It stands up for window or 


BUILDING Propucts MERCHANDI 


counter use and can be hung on walls 
Space is provided for four samples 
Another displayer, for Insulating Tile 
Board only, has room for two sample 
tiles. Units are available through 
Celotex representative The Celotex 
Corp., Dept. AL, 120 S. La Salle St 
Chicago 3, Ill 
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Wax-O-Matic Merchandiser 


A newly designed merchandiser and 
display puts Wax-O-Matic automati 
floor waxers on the front line for 
spring and summer housewar ale 
Six Wax-O-Matics and three repl 
able wool-heads are packed ir 
self-contained merchandiser, having 
a retail value of $28.20. Opened, the 
Wax-O-Matic merchandiser occupi 
approximately 10 x 15” of floor spac: 
and stands 52” high. The Wax-O-Mati« 
floor waxer automatically 
liquid wax from its 1 


ervol 


touch of a trigger. Master Mar 
turing Co., Dept. AL, 9200 Inmar 
Cleveland 5, Ohio 
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Plastics Pleaser 


An unusual merchandising display 
used by Wilson Plastics, Inc., required 
protection from shipping damage. The 
display, which permits tiles to be re 
volved horizontally for color matching, 
will not function if its moving part 
are bent out of shape A shipping box 
designed for Wilson by Hinde & Dauch 

f Sandusky, Ohio, holds the display 
firmly in its center by means of three 
die-cut interior packing pieces, two at 
the side and one above. High rigidity 
of the box’ ides } aid t prever 
twisting or crushing. Wilson Plastic 
I rx Dept AL, Sandus! y, Oh 
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Bendix Mouldings Help 
Make the Sale! 


The house you are building will sell 
quicker, when you add that extra quality 
touch with genuine BENDIX CARVED 
MOULDINGS on closet shelves, mantels 
flush doors, wall panels, cornices or as 


rown mouldings and chair rails 


The elegance and glamour of BENDIX 
MOULDINGS have especial appeal to 
women, who are all important in the 


home buying decision 


IN STOCK FOR IMMEDIATE DELIVERY 


PHi dings. 


192 LEXINGTON AVE NEW YORK 
Write for fully tlustrated 
catalog No. 977 
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ARE 
You 
AN 


OSTRICH 





. « » when it comes to cancer? 
Do you bury your head in the sand and 
hope it won't attack you or someone close 
to you’ Fight cancer with a check-up to 
protect yourself and a check to help others 
Give to your Unit of the American Cancer 
Society, of mail your gift to CANCER 
c/o your town's Postmaster 


AMERICAN CANCER SOCIETY 





DUO-FAST 


STAPLE TACKER 


Your customers need and want these 
one-hand tackers for the job pictured 
above, as well as many other jobs 
speeded and simplified by DUO-FAST 
TACKERS and STAPLES. 

You will like dealing with DUO-FAST 
You will like our FREE SERVICE 
POLICY. You will like the dealer aids 
available. 


Write today for the Duo-Fast Story. 


YU0-FAST 


FASTENER CORPORATION 


860 Fletcher—Chicago 14 
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Recommended Reading for Lumber Dealers 


THE 
FUTURE 
oF woop 


| merit “an 


(Weyer- 
haeuser 
Timber 
Company 
Report) 


The fetate fe Oil 


This far-reaching report on the future market 
and supply of lumber contains new information 
vital to plans of every lumber and building 
products dealer 
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Bo igs oa ee 
GMC "Blue Chip” Trucks 


This 1956 “Blue Chip” GMC deluxe 
pickup, like other light and medium- 
duty trucks unveiled in March by 
GMC Truck and Coach Div., features 
many unique mechanical and engineer- 
ing advances. Its standard equipment 
includes tubeless tires, 180 hp V-8 
engine, 12-volt electrical system and 
Kudu Stabilizer; optional are road 
shock dampers, 4-speed hydramatic 
transmission and fast-ratio cruising 
axle. A new 6-stud wheel that is 
standard equipment on all 350 and 
370 series models is another one of 
the many advancements “built into” 
the new and improved line of GMC 
“Blue Chip” trucks for 1956. GMC 
Truck & Coach Div., General Motors 
Corp., Dept. AL, 660 8S. Blvd., East, 
Pontiae 11, Mich. 
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, a i ee 


Power Buggy 


Creative Metals Corp. announces the 
addition of an improved power buggy 
to its line of materials handling equip 
ment, According to the manufacturer, 
this new Cmetco model incorporates 
automotive type drive and instantane 
ous direct shift from forward to re- 
verse. It is said to have remarkable 
maneuverability, being able to turn 
around within a radius of its own 
length. It is heavily powered and 
climb-load rated at 1,450 pounds on a 
85% grade and 2,250 pounds on a 
25% grade with ability to stop with 
load, pick up load and resume climb. 
The heaped capacity of the buggy is 
18% cubic feet and its maximum 
travel speed empty is 17 mph, it is 
said. Creative Metals Corp., Dept. AL, 
1290 Powell St., Emeryville, Calif 


Civele No. 240 on Coupon, page 100, 


QUIPMEN 


Workholding Clamps 


The new patented self-locking “J 
Lock” workholding clamps are de 
signed primarily for use with a drill 
press. Priced to retail at $2.95 per 
pair, the new clamp is a_ simple, 
speedy, positive hold-down device suit- 
able for use with either home work- 
shop or larger industrial drill presses, 
it is said. A tap of the hammer in- 
stalls and locks them; another tap 
loosens and removes them. Designed 
to hold material up to 2%” thick, the 
clamps are particularly useful for 
holding in place long workpieces laid 
diagonally across the worktable. Delta 
Power Tool Div., Rockwell Mfg. Co., 
Dept. AL, 448 N. Lexington Ave., 
Pittsburgh 8, Penna. 
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Kerfing Cutters 


Carbide-tipped kerfing cutters have 
been added to the O.C.E. tool line 
following extensive shop tests in 
which there was complete freedom 
perienced with this type of tool, Price 
from the braze failure commonly ex 
& Rutzebeck announces, Three stand 
ard sizes of O.C.E. kerfing cutters are 
offered, for 1/16”, 5/64” and 3/32 
width slots. All fit a regular 5/16 
arbored router. Oakland Carbide En- 
gineering also will produce sizes for 
special applications, P & R advises. 
Depth of kerf is a standard 9/16” by 
using a KS ball bearing guide, avail 
able as an accessory. As with other 
O.C.E. tools, which inelude straight 
and tapered plastic trimmers, door lip 
cutters, router bits and straight-fluted 
plane blades, a distinctive copper- 
colored finish is maintained. Price & 
Rutzebeck, Dept. AL, 22150 Meekland 
Ave., Hayward, Calif 

Cirele No. 242 on Coupon, page 100 
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Dollar Bay 
Bessemer Mass Big Bay 


— Connorville Sault Ste. Marie 
arenisco Marquette 
a . Newberry 


Park Falls Phelps 


Iron Mountain 
( 
Laona 
White Lake 
Oconto 


Goodman 


OF Wausau Menominee 


Marshfield 


FINE Neenah 


Milwaukee 
NORTHERN ” Grand Rapids 


Northern Woods have been recognized for high quality and dependable performance ior 
over half a century. Today the mills of the Northern region are better prepared than ever 
to serve you with well-manufactured, accurately graded lumber and lumber products of 
these quality hardwoods. Consult the firms on this page for your requirements in Northern 
Woods. 


“Michigan Pole & Tle Co. . . . « » Newberry, Mich, 


* 
Copeland Lumber Co, MELE AS gee ; : Chicago, Il Northern Hardwood Lumber, Old Faithiul Hemlock. NORTHERN 
Mills—Marquette and Newberry, Michigan WHITE PINE, NORWAY PINE and Piling. Excellent Transit Mill 
Sales Office — CHICAGO — 135 8. La Salle St. working Facilities. 
Hardwoods. 
Planing Mills and Dry Kilns. 


*Roddis Plywood Corporation . Marshfield & Park Falls, Wis. 
Roddis Lumber & Veneer Co. of Mich. lronwood, Mich. 
* Roddis Lbr. 6 V Co., Ltd. Sault Ste. Marie, Ontaric, C 
THolt Hardwood Go, . . « « «+ + « Oc0ld, Wis, Bose i viach Wr Ndwds. Hemlock W. Pins, Coder Prod Maple 
Maple, Birch, Beech, Oak Flooring. Strip, Assembled Block, Herring- Birch, Fig. Hdwd. Ven'r'd Doors. Plywd. Modern Dry Kiln facilities 
bone, Parquetry types: all types Heavy Duty Flooring. 


*tAhonen Lumber Co, . . « « + + ©) «(Uonwood, Mich, 


Northern Hardwoods, Hemlock, White Pine, Spruce. Planing Mill 
Modern Dry Kilns. “AAA” brand MPMA rdwood Flooring 
Hardwood and Softwood Pallets. 


*+j, W. Wells Lumber Co, . . « « » Menominee, Mich, 


Hard Maple and Oak Flooring. Strip, Herringbone, Block patterns. 
Custom kiln drying. Upper grades Hard Maple and Birch lumber, 


rough. *Kimberly-Clark of Michigan, Inc. . . Sales Neenah, Wis. 


Mills at Mareniace, Mich. 


Northern Hardwoods, White Pine 
Medern Dry Kilns. Expert Millwork 


*Edward Hines Lumber Go, . . . « « « Chicago, Ill, 
Mil) at Bergland, Michigan “Goodman Lumber Company . . . . . Goodman, Wis, 


Sales Otfice—77 W. Washington St.—Chicago 2 Northern Hardwoods, Hemlock, White Pine, Basswood, Hardwood 
Hardwoods, Hemlock and White Pine. Planing Mill and Dry Elins. Dimension. Planing Mill. Dry Kilns. Rotary Cut Veneers 


tMember Maple Flooring Mfrs. Asen. *Member Northern Hemlock & Hardwood Mire, Asan, 
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NEW PRODUCTS 











Thriftee Pak 


Thriftee Pal claimed to be the 
first high-quality low-cost inter 
changeable sliding door hardware set 
on the market. Outstanding featur 
of Thriftee Pak, says the manufactur 
er, is that the same packaged set of 
hardware accommodates both %” and 
1%” door thicknesses, Simply inter 
change hangers for %” or 1%” door 
Includes aluminum track, sturdy steel 


hangers and two steel door guide 
plates with three nylon guides to be 
inserted through bottom of steel plate 
The short plate is for %” doors; the 
long plate, for 1%” doors. Installation 
instruction are included in every 
package. Five different sets are avail 
able for doors of various widths. Ster 
ling Hardware Mfg. Co., Dept. AL, 
2345 W. Nelson St., Chicago 18, Ill 


Cirele No. 243 on Coupon, page 100 


Aluminum Trellis 


A display-packaged aluminum trel- 
lis that never painting or 
repairs and also eliminates the rust 
taining of surfaces against which it 
is mounted announced, The manu 
facturer also claims that a minute's 
work can tailor-fit it to any interior 
or exterior requirement up to 25’. Ten 
ion bars and hardware come with the 
trellis for ease of mounting. The trel- 
lis, two feet in width, comes in a 
cutaway red-white-and-blue package, 
complete with instructions. One type 
of carton holds six 10’ packages; an 
other holds one 25’ length. Nichols 
Wire & Aluminum Co., Dept. AL, 


Davenport, lowa 


requires 


Cirele No, 244 on Coupon, page 100 
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Stix-Grip Contact Cement 


Stix-Grip contact cement is said to 
make it possible to adhere plastic 
laminates such as Formica, Conso- 
weld and Micarta to wood, without the 
use of clamps or presses. Stix-Grip re- 
quires no heating; it is ready to use 
as received, Stix-Grip is applied to 
both surfaces which are allowed to dry 
for about 30 minutes, after which the 
cemented surfaces are placed in con 
tact with each other. Upon contact, an 
immediate bond is obtained, reports 
the manufacturer. With Stix-Grip, it 
is also possible to adhere metal, tile, 
marble and viny! plastic to wood sur- 
faces, it is claimed. Adhesive Products 
Corp., Dept. AL, 1660 Boone Ave 
New York 60, N. Y. 


Cirele No, 245 on Coupon, page 100, 
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FARM BUSINESS 


(begins on page 68) 





structures in one year. Following 
up, he converted nine of them into 
sales amounting to $18,290 and 
also sold $14,632 worth of other 
materials to these customers. 


Arrange financing. One deale1 
reported he upgraded sales of 
roofing and siding by quoting the 
applied price and emphasizing 
time-payment financing. He has 
learned farmers are willing to buy 
on time and don’t shy away from 
using their credit for home im 
provements. Farm women are buy 
ing more kitchen remodeling jobs 
on budget terms. 


Another dealer hired a young 
preacher as a house-to-house can 
vasser. As a door opener he uses 
a large envelope stuffed with re 
modeling and home improvement 
literature. The outside of the en- 
velope emphasizes budget terms 
and easy financing for home im- 
provements. The envelope give 
away proved highly successful in 
town and the dealer feels it should 
be equally successful in the farm 
areas. 


Make more personal calls. The 
best approach to the farm market 
was summed up by one dealer who 
said: “Get more outside salesmen.” 
And he should know as he em 
ployes 10 to 12 men to call on 
farmers. 

Another dealer employs a form 
er contractor to drum up farm 
business. By knowing the farmers’ 
problem, what materials to use and 
his personal contacts, this man 
has averaged $100,000 worth of 
farm business annually. 


Summing up, MacKay said deal 
ers must solicit business more 
aggressively. They must carry ade 
quate stocks to serve their par- 
ticular trade, maintain a fair pric- 
ing policy and render services 
which can be charged off as good 
will and promotion. 


1956 Convention Dates 


APRIL 


23, 24, 25, Northern California, Rickey'’s Studic 
hotel, Palo Alto (no exhibits) 


JUNE 


11, 12, Southern Sash & Door Jobbers, Mem 
phis, Hotel Peabody 


National-American Wholesale, Van 
Hotel Vancouver 


19 20 
couver, B.C 
LLUMBERMAN AND 
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. : Direct Drive Chain Saw 
T . , » . 7 " 

NEW EQUIE MENT This new five hp, 19-pound, direct 
(begins on page 94) drive chain saw is said to combine 
many big features designed for easier, 
faster and more profitable woodcut 
ting. Called the Model EZ, this new 
direct drive chain saw is available 
with 12”, 17”, 21”, 25” and 30” guid 
bars. Performance tests show that the 

















EZ will cut through &” oak im five 
seconds and 18” pine in 14 second It 
will also bring down trees up to thre 
feet in diameter easily, it is claimed 
Included in the many features of the 
new Homelite EZ are: integral cooling 






fan, waterproof and dustproof ign 


tion and an all angle diaphragm cat ten 
buretor which allows cutting in any 


position. Homelite, Dept AL, 75 ee 


Riverdale Ave., Port Chester, N. Y 
Cirele No. 248 on Coupon, pac 100 4 ’ . sing 
















Model 700 Vise DOUBLE DECK is provided on the 


The Model 700 Milwaukee Vise is 20x90 shed to facilitate easier storage 
now being offered at a special low re and handling of dimension lumber 
tail price of $5.50. The vise regu- 
larly sells for $6.15 and offers the 
following features: 3” jaws, 3” open- 
ing, built-in pipe jaws; polished anvil 
surface for extra work space; 180 
swivel, positive lock; Acme thread 
vise-screw; vise enameled in durable 
blue. Each of the vises is packed indi 
vidually in a carton, shipping weight 
is 10 pounds. After April 30, 1956, the 
vise will be pegged at the former Industrial Conveyor 
higher retail price. There are eight 
vises in all in the Milwaukee line, in 
the widest range of sizes. Milwaukee : 
Tool and Equipment Co., Dept. AL, conveyor, Model 1300, is said to at 


773 §. 29th St., Milwaukee, Wis swer the need of many businesses at 
re sili ies : . a lower cost than belt-type elevator: 

















Designed to carry cartons, sacks and 
even plywood sheet this aluminum 









Circle No. 246 on Coupon, page 100. convevors. Standard equipment n 
cludes sealed gears, ball bearings, 1 
versing switch and emergency switch 







Length may be varied by inserting or 
removing 4’ and 8’ sections. American 
Planter Co., Dept. AL, Burr Oak, 
Mich. 
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LEAN-TO SHEDS additional 
dimension lumber torage space be 
hind the main building 


prov hele 

















POLE FRAME 


(begins on page 46) 

















Heavy-Duty Jig Saw 






materials. An open storage shed, 
20 x 90 feet, is used to store di 
mension lumber. Both sheds are 
sheathed with .024 inch corrugated 


A new heavy-duty jig saw that can 
perform bevel cuts on either side up 
to 45° is said to have the extra capac 

























ity needed by carpenters, electricians ° 

and installation men. The versatile Versatile Shapers aluminum sheets 

new Jig Saw has a full one-inch Shapers for left-hand and right 

stroke that can cut from a depth of hand eaueaiien are now available In the bape shed, the longest 

2” at 90° to 1%” at 45°, it is said. While shaper operation ordinarily is poles are 30 feet long and set four 

The shoe can be adjusted to any angle from the right to the left-hand side feet in the ground, Post holes were 

by means of a clearly calibrated quad of the piece, with the spindle turning dug 5! feet deep and 18 inches of 

rant. The tool has a special Black & counter-clockwise, reversed spindle ro concrete was poured into each hole 

Decker-built universal motor with tation is sometimes necessary fo! to provide a solid footing 

power to make straight, curved, sharp working with the grain or in the best 

radius and irregular cuts through a direction with unusual grains. Many soth sheds serve as excellent ex 

2x 4. Weight of the new heavy-duty times it is also desirable to turn the amples of pole construction and 

jig saw is six pounds. Included with cutters upside down, which necessi several contractors have brought 

the tool are a metal-cutting blade and tates working in the opposite direc- prospects in to look over the sheds 

three high-speed taper ground wood. tion The pindle§ of Boice-Crane Pole construction is rapidly be 

cutting blades fine tooth, coarse shapers is furthermore invertible for coming popular in northern In 

tooth (narrow) and coarse tooth the use of large or smal! cutters, it j 

(wide). The Black & Decker Mfg said. Boice-Crane Co., Dept. AL, 1000 diana and Lake County Lumber is 

Co., Dept. AL, Towson 4, Md. W. Central Ave., Toledo 6, Oh stocking a variety of pressure 
Cirele No. 247 on Coupon, page 100 Civele Ne, 250 on Coupon, page 100 treated poles 
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Classified Advertising 


Terms — Cash With Order 
Minimum Charge $5.00 
Rates. 
1 Time —2e per word tor each insertion. 
Minimum cherge of $1.00 per line. 
3 Times — l5c per word for each consecutive 
insertion. Minimum charge of 75c 
per line, 
Add $1.50 per insertion for blind ads bearing 
box number. 
Ne agency commission or cash discount 
allowed. 


All ads tor classified section must be in Pub- 
lisher's office 14 days preceding date of publi- 
cation. Advertisements are set in 6 
point style. No cute or special borders 
allowed. 


Replies forwarded without additional charge. 
Count five words to a line and when less are 
specified o: used, regular line rate is charged. 
When answering box b or iling copy 
for ada address them to: 


AMERICAN LUMBERMAN, INC. 
139 N. Clark &t., Chicago 2, Ill. 








HELP WANTED 





MILLWORK DETAILERS AND BILLERS 


Wanted by a reputable custom millwork con- 
cern in Ohio, Experienced in making shop 
Goovtoge of Architectural Woodwork for pub- 
lie buildings, churches, schools, etc. Bive 
complete iniormation regarding experience, 
age, salary, availability and a sample of 
drawings, possible, when repl . Perma- 
nent employment and excellent wo q con- 
ditions. Reply Box No. K-49 American Lumber- 
man, Inc. 


WANTED: Overseas manager for wholesale 
and retail lumber company in Guam, the ‘pear! 
of the pacific.’ Please state qualifications, ex- 
perience and personal data with your a pli- 
cation. Send this information to: P +4 L 
Lumber Co., Box 313, Agana, Guam, M. I. 


WANTED: Estimator—also counter man—South- 
em Michigan. Address Box M-21 American 
Lumberman, Inc. 





WANTED: Experienced wholesal lumb 





HELP WANTED 





HELP WANTED 











WANTED: Experi d for Western 


Wholesale plywood jobber—undergoing large 
r 





Pennsylvania lumber yard. Give ret 
and salary desired. Address Box M-32 Ameri- 
can Lumberman, Inc. 


Wholesale lumber firm desires to expand 
Douglas Fir Transit business. Chicago area. 
Excellent opportunity for aggressive ambitious 
young man with lumber sales or wholesale 
experience. Reply in writing to: 


DYKEN LUMBER COMPANY 


520 North Michigan Avenue 
Chicago 11, Illinois 


Young man—assist in lumber yard. pavetetye 
of estimating. drawing and general sales. In 
west central Wisconsin town of 3000. Address 
Box M-33 American Lumberman, Inc. 


LUMBERMAN 


Large Kansas Retail Building Materials outlet 
looking for a young man with at least five 
ears of retail lumber e rience. Prefer some- 
i from Kansas, Nebraska, Oklahoma or 
Missouri. Chances for advancement are un- 
limited. Apply by letter giving all pertinent 
gy to Box No. M-34 American Lumber- 
man, Inc. 


Wanted: Salesman for consumer selling for 
the Nation wide Home Improvement. Location 
of this ition will be on the West Coast 
of Florida in one of the fastest growing towns 
in the nation. Salary and liberal commissions 
will be id on all sales. Please write direct 
to WALKER & HALLOWELL, INC., Box 832 
Sarasota, Florida. Applications will be re- 
ceived for a period of sixty days. 


Wanted: Experienced lumber salesmen with 
established following or young man who has 
some knowledge of the industry and definite 
sales ability. Capable of handling office sales 
and or direct contact with trade in Western 
Pennsylvania or Eastern Ohio by well re- 
garded Wholesale Lumber Company. Give 
experience, references and compensation de- 
sired, Address Box M-35 American Lumberman, 
Inc. 


WANTED: Young man who has successfully 
managed a retail lumber yard and who would 
now like to advance to the position of Super- 





salesman to call on retail yards in C ti- 


t of small group of retail yards. Ad 





cut, Western Massachusetts and Eastern New 
York. Salary plus commission and traveling 
expenses. Include complete details of o ri- 
ence, qualifications, personal data, availability 
and salary cmmected in application. Address 
Box M-22 American Lumberman, Inc. 


WANTED: Young man who has had experience 
as an assisiant manager for position of man- 
ager of a good retai] lumber yard. Address 
Box M.38 American Lumberman, Inc. 


Wholesale Lumber Firm with offices in Day- 
ton, Ohio, desires to employ young man 
under 35 with good knowledge of the lumber 
business. Excellent oppertualty for man with 
ambition. Good salary. Very little traveling. 
Apply in own hand writing giving personal 
history, education and experience background. 
Send picture. 


Address Box G-53 American Lumberman, Inc. 


SIDELINE: Make $50.00 weekly selling our 
Do-It-Yourself Sign Making Kits. Your cus- 
tomers will appreciate this service. Write for 
circular, Sales kit furnished. 


Fruchey Service Co. 


Box 461 Napoleon, Ohio 


Outstanding opportunity aweits man who 
knows manufacturing of moulding and seeks 
advancement, Small but modern moulding 
lant with unlimited possibilities wants am 
itious operator. Salary plus. Give age, ex- 
perience. relerences and starting salary ex- 
pote. Albuquerque Moulding Company, 3433 
urdue Pi., Albuquerque, New Mexico. 
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dress Box M-36 American Lumberman, Inc, 


KAISER ALUMINUM 
Building Products Salesman 


One of the Nation's three largest fully inte 
grated producers of aluminum offers excellent 
opportunities for men with sales experience 
in the Building Products field. Should have 
wide acquaintance with Building Products 
dealer, jobbers, and supply houses. Experi- 
ence in aluminum helpful but not necessary. 
Salary commensurate with ability. Please for- 
ward complete resume, including experience, 
age, salary requirements to: 


8. H. Cool 


KAISER ALUMINUM 6&6 CHEMICAL SALES, INC. 
919 No, Michigan Ave., Chicago 11, Ill. 


Wanted: Office Manager. preferably one who 
has had some experience in the lumber and 
building supply industry. Located on the West 
Coast of orida in the thriving town of 
Sarasota. Salary will be liberal according to 
duties and responsibilities delegated and also 
as to the ability of the applicant in this 
position. Will pay upwards to $125 to $150 
week to the right party. Complete control of 
office will be required. Please apply direct to: 
Walker & Hallowell, Inc., Box 832, Sarasota, 
Florida. 


Experienced retail lumber man to assist owner 
in management of old established yard in 
northern New York State. Address Box M-39 
American Lumberman, Inc. 


P pa 4 for salesmen. 
Young men with good following in te 
Indiana and one for South Side of Chicago. 
Wondertul oqpertuaiy with chance to become 
member of . Good salary and excellent 
commissions for right man. eas Box M-40 
American Lumberman, Inc. 


BUILDING MATERIALS 
MERCHANDISE MANAGER 


One of the country’s most aggressive retail 
lumber and ‘direct to you” building mate- 
rials dealers, over 30 years in business and 
operating 3 branch yards, requires an able 
assistant to general manager, who has the 
ability to develop retail sales, to help formu- 
late plans for advertising and to be promotion- 
minded, Position requires knowledge of lum- 
ber as well as allied products including mill- 
work, roofing, plumbing. hardware, paint, 
etc. Salary open. Position in southern Ohio. 
Give full particulars as to previous experience 
and rsonal data in first letter. Applicants 
will be given prime consideration on basis 
of t accomplishments. Address Box M-41 
Américan Lumberman, Inc. 


WANTED: Experienced retail lumberman for 
manager of a good retail lumber yard in an 
excellent town. Address Box M- American 
Lumberman, Inc. 





SITUATIONS WANTED 





Graduate forester, age 32, 6 years experience 
in forestry and paywecs production. Desire 
to locate with small timber, sawmilling, lum- 
ber business with opportunity to become part- 
per. Address Box M-43 American Lumberman., 
ne. 


Thoroughly experienced wholesale Transit Car 
and holesale Distribution yard manager 
available. Address Box K-62 erican Lum- 
berman, Inc. 


Estimator and experienced lumberman. Prefer 
Midwest. age 48. Address Box L-45 American 
Lumberman, Inc. 


Desire positi as ger or istant man- 
ager of retail lumber yard in south or south- 
west. Veteran, aged 25, married. 3 years ex- 
perience managing retail yard. Address Box 
M-42 American Lumberman, Inc. 





College Graduate, 23, married, with 1 year 
experience in wholesale selling and yard 
management. Will consider any job with a 
future. Prefer Southwest but will relocate and 
travel. Address Box M-44 American Lumber- 
man, Inc. 





SALES REPRESENTATIVES 
WANTED 





MANUFACTURER'S AGENT 


to handle line of nationally advertised putties, 
lazi li ds, Several ex- 





- s an J r 
cellent territories open. Inquire Box J-49 
A i Lumb Inc. 





Manulacturers Representatives calling on lum- 
ber and building products wholesalers and 
retailers will benefit by sending in their names 
for inclusion in our list of Manufacturers 
Agents. Address Advertising Service Dept., 
American Lumberman. Inc. 


MANUFACTURERS REPRESENTATIVE with es- 
tablished following among lumber yards, ply- 
wood and sheet plastic distributors, etc., to 
handle new. unique, revolutionary 2-Way 
Panel Saw, which both rips and cross-cuts. 
Protected territories available most states. 
Write Bennett Mig. Co.. Laceyville, Pa. 
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SALES REPRESENTATIVES 
WANTED 





Lud 





seeks agents calling on 

en od window unit manufacturers and 

ti liy advertised 

wood awning window hardware as well as 

titi of windows, jalou- 

sies. Peiiding an doors, etc. For tull informa- 

tion contact Bill Mueller, Ludman Corporgtion, 

14100 Biscayne Boulevard, North Miami, 
Plorida. 








MANUFACTURERS REPRESENTATIVES 
WANTED 


Ten-year-old Michigan concern manufacturing 
all-steel folding closet doors and patented- 
type steel garage doors is seeking represen- 
tation in most states. Direct inquiries to Style- 
craft, Inc., Roseville, Michigan. 


MANUFACTURER'S REPRESENTATIVE 


With established _Jumber 
ards, ] 
uilders and contractors to handle a revolu- 
tionary, quality kitchen cabinet line. ‘Excellent 
territories open. Address Box M-27 American 
Lumberman, Inc. 


following , among 





Salesmen calling on glass manufacturers, job 
bers, etc., to sell a patented automatic glass 
cutter. Much in demand. Territories open: 
Southern Illinois, Michigan, Indiana, Missouri. 
lowa, Kentucky, Tennessee, _ Georgia, Florida, 
Kansas, Alab Cc basis. Address 
Box M-30 American Lumberman, Inc. 





Manufacturer's Representatives with estab 
lished trade among retail lumber companies, 
building supply firms, etc., to represent lead- 
ing manufacturer of interior shutters, louver 
doors, and allied products. State territory, al! 
pertinent details. 


DECOR OF GRAND RAPIDS, INC. 


1555 Eastern Ave., SE 
Grand Rapids, Michigan 


COMMISSION SALES REPRESENTATIVES 
WANTED 


for a few choice protected territories to cover 
lumber, building material and hardware trade 
for old established door lock manufacturer. 
Mention territory covered and lines carried. 
Box M-46 American Lumberman, Inc. 





SALES REPRESENTATIVES 
AVAILABLE 





ATTENTION DOOR MANUFACTURERS 


MANUFACTURERS REPRESENTATIVE with 
oor exp and tablished following 
among lumber x - mill houses, etc., Chi- 
cago area, desires good door line. Address 
Box M-29 American Lumberman, Inc. 





ATTENTION DOOR MANUFACTURERS 


i. representative seeks to represent 
turer of interior and ex 
terior doors, door jambs, etc. Has established 
following Chicago and 5 SaarneneS territory. 
mmission bas Address Box 45 Ameri- 
can Lumberman, Inc. 








BUSINESSES WANTED 





ANY BUSINESS 
Industrial Manufacturing 
Wholesale or Retail 


We have clients interested in bonafide protit- 
able establishments doing large volume busi- 
ness. Must stand rigid investigation. Write or 


call 
; SPECIAL SERVICE DIVISION 
CREDIT CLEARANCE BUREAU 


250 W. 57th St.. New York, N. Y. PL 7-3190 
Member U. 8. Chamber of Commerce 


BUILDING Propucts MERCHANDISER 


LUMBER & DIMENSION WANTED 





BUSINESSES FOR SALE 





LUGGAGE SHOOK 
LUMBER — WANTED 


heoge Rm a «| — Ww pine 52S kiln dried. 


s/ to size and bundled. 
idths, 2)/, to , A Lengths 5 inches to 
12 inches. 


stock or glued up. PRE- 
CISION CUT ONLY. 


MELE MANUFACTURING CO., INC. 
101 Mathews Avenue 
Utica, New York 


Kiln sticks of Oak, Cypress or Mahogany, any 
length. Gaiennie Lumber. Box 1774, Shreve- 
port, La 





WANTED — RAILS 





STEEL RAILS 
16%, 20%, 252%, WH. 15H, 40H and heavier. 


STEEL CORPORATION 
Charleston, West Virginia 


MIDWEST 
518 Dryden St., 
RAILS, New and Relaying 

Bought and Sold 
1000 Good Serviceable 
Kiln Trucks in stock 
each. 
M. K. FRANK 


480 Lexington Ave.. New York 17. N. Y 
401 Park Bidg.. Pittsburgh 22, Pa 
105 Lake Street, Reno, Nevada 





BUSINESS OPPORTUNITIES 





Would like to contact Millwork Concern in 
terested in Architectural millwork for Schools, 
Hospitals, etc., especially cabinet work. Ad 
dress Box M-26 American Lumberman, Inc. 





BUSINESSES FOR SALE 





FOR SALE 


Profitable lumber and building materials busi- 


ness modern store buildings and sheds in ex- 
cellent condition, clean inventory, good loca- 
tion, Buffalo Rochester area priced to sell. 
Address Box L-42 American Lumberman, Inc. 





POR SALE 


Lumber yard. west central Indiana, 12 miles 
from booming Lafayette. Building Materials 
in 4 separate buildings with 3 extra lots. 
Railroad Siding. 2 sory equipped mill. Price, 
including real estate, worry $20,000.00; 
inventory appreuimately © 00. Gross sales 
$75,000.00 could be substantially increased. 
Only yard in town with large farm area. 
Mulberry Lumber Company, Inc., Mulberry 
Indiana. 


For Sale: Lumber and Building Supply, Hard 
ware and Paint Business, established 1901. 
Owners retiring. Located on railroad and main 
highway in western Pennsylvania, farming 
and g steel ind y district, low tax, 
large parking » gee. P cay oy’ annual sales 
past 5 years Can be increased. Real 
estate and buildi 4 some new. Six trucks 
mill machinery. Priced to sell. Terms to re 
sponsible persons. Address Box M-48 Ameri 
can Lumberman, Inc. 





Northern Indiana-retail |umber, coal, paint, 
hardware yard with new modern showroom 
and office. On highway in farm and lake area. 
Requires $25,000.00 for inventory and real 
estate. Volume $85,000.00. Address Box M-28 
American Lumberman, Inc. 


POR SALE 


Yard in eastern Nebraska town, located in 
rich farming community. Comparatively smal! 
investment will handle. Owner wishes to re 
fre. Address Box M-47 American Lumberman, 
nc. 


For Sale: Retail Yard, Northern Wisconsin. 
Serving rural and urban area in city of 8,000. 
Excellent location, trackage, 4 acres. Volume 
average $150,000.00. Reason for selling. other 
interests. Address Box M-49 American Lum 
berman, Inc. 


The most outstanding yard in southwest is for 
sale due to owner's retirement. City of 300,000. 
Established business, mostly wholesale. Sel! 
or lease equipment and improvements to re- 
sponsible purchaser. Inventory at market— 
no benus. Exceptional opportunity. Reply Box 
M-SO American Lumberman, Inc. 


SOUTHERN CALIFORNIA LUMBER YARDS 
POR SALE 


Advise amount you wish to invest; 
our ad in previous issues, 

Twohy Lumber Co., Licensed lumber yard 
brokers for over 40 years. 714 W. Olympic 
Bivd., Los Angeles 15. 


Retail Hdwe. & Bidg. Supplies business, lo 
cated in Mis. of Southern New Mexico. Fast 
growing community, ideal climate. Mentioned 
in March 5 issue of this magazine. $60,000.00 
will handle, Excellent business. Health reason 
oor one Address Bonnell's, Box 1640, Ruidoso 





MISCELLANEOUS FOR SALE 





CARPENTERS APRONS 
Write for prices and information 


THE MINNESOTA SPECIALTY CO, 
Minneapolis, Minn. 


For Lease: Well equipped Moulding and Cut 
Up Plant. Kiln facilities available Trenelt Rail 
Rates. Geod labor 
market merican Lumber 
man, Inc 


Close to lumber supply 
Address Box L-43 k 


E.Z-ON 
All Metal Interlocking 
WEATHERSTRIP 


Comes packaged in sets and by the linear 
foot. Easily installed inside or outside, without 
removing sash. Minimum labor cost. Makes 
a permanent home improvement of lasting 
efficiency. Priced attractively low, yielding 
generous profits. Fits all standard windows 
and doors, Made of sinc and copper, Nothing 
to wear out or deteriorate. Promotion litera 
ture available. Write for illustrated circular 
and wholesale prices. 


ROBERT N. BALTZ AND COMPANY, INC 
1009 Harvard Terrace Evanston 6, Iilinois 





LUMBER & DIMENSION 
FOR SALE 





Kiln Dried Douglas Fir Industrial Clears 
Standard sizes through 16/4 


Also 


Extension Ladder Rails 
Mouldings Cut Door Stock 
Millwork Blanks Step-Ladder Stock 


Inquiries answered promptly: 


Al Clements Lumber Co. 
P. O. Box 908 
Eugene, Oregon 


Phone 6.2531 TWX £G-046-U 


POR SALE—Peeled Northern White cedar posts 
and poles. Pine lumber 845 and DET. Will 
deliver by truck if desired. A. M. Rhoda 
Yard, Bemidji. Minnesota 


For Sale, one car, 4/4 #1Common, Ash. Ap 
alachian Stock, 828 to standard thickness. 
nd us your requirements for all kinds of 
Sott Textured A lachian Mountain Lumber 
Address Box M pa Lumberman, Inc 
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USED MACHINERY FOR SALE 





POR SALE 


We will be receiving new equipment trom 
Ross and can olfer for sale and immediate 
delivery one Model 10H Ross lift truck at 
$4,175. Hydraulic side shift carriage 66”, Op 
erator's guard, 72” torks can be cut down to 
any desired width. Lift height 28’. Ross will 
cut down towers if a lower height is required 
lor clearance, on the 28 pistons. Also avail 
able: One Ross Model #6 with 16 tower, fork 
length 42” standard with 60” extension, hy 
draulic steering, operator's guard and heavy 
counterweights, Price $3,450 1.0.b. Chicago 


HUSS LUMBER COMPANY 


1350 W. Fullerton 
Chicago I4, Ill 


POR SALE 
MERRY GO ROUND 


Filer & Stowell type design, 1951. All steel 
package unit with complete sets of gear mo- 
tors and all air lifts on transfer rolls, chains 
and drives. 24” infeed rolls, %” outieed. In 
feed 6 outleed each 44 long, @ overall. Can 
handle 75.000 feet per day tor remanulactur 
ing of cants. Ie being on for sawing Clears 
inte vertical grain Pir, Spruce, Cedar, etc., for 
minesweeper program 


Excellent for making siding strips in VG for 
Redwood or Cedar mill, also manufacturing 
such items as ladder stock, pole stock and 
separ and mast grades, etc. Can be seen in 
operation. Write ibe blueprint. Price $10,750.00 
net, t.0.b. care Chicago, without resaew. 


Huss Lumber Company 
1350 W. Fullerton Ave. Chicago 14, Illinois 


For Sale: | New Lawson Automatic Stacker. 
Hayes Bros. Flooring Co., P. O. Box 184, Calico 
Reck, Arkansas 


K 
st THIS Bian 


FOR INFORMATION ON 


Advertised Products 


FOR INFORMATION ON 
“What's New” Items 


Nome 


NEW BORE Vella: 


Stepladder. An illustrated, 2-color 
mailing piece gives complete data on 
Ballymore’s new 3-step folding alumi- 
num stepladder for average work 
levels up to 7'6” above floor. New 
benefits listed include: aluminum con- 
struction, all-welded parts, safety 
guard rails, non-slip steps, smooth- 
rolling casters, rubber-tipped feet and 
simple folding action. Weight of lad- 
der is 18 pounds; when not In use, it 
folds to a compact 10” depth. Bally 
more Co., Dept. AL, Wayne, Penna 


Cirele Ne. 251 on Coupon, page 100 


Combination Doors. Orange and 
black catalog page announces new 
Continental streamlined combination 
screen and storm doors. It illustrates 
and describes seven different styles. 
Also pictures and explains new in 
sert-fastener to make changing of 
panels easier and more convenient 
Sheet is also suitable for mailing 
piece. Continental Screen Co., Dept 
AL, 310 8. Michigan, Chicago 4, II] 


Circle No, 252 on Coupon, page 100 


Protection. A new booklet, featur 
ing Dan the Do-it-Yourself Man, has 
as its theme, the treating of wood 
with Woodlife, water repellent pre- 


keep informed on 


22 «623 2s 27 
4a 43 45 47 
62 63 65 67 
62 83 85 87 88 


102 103 104 105 106 107 108 109 110 111 
122 123 124 125 126 127 128 129 130 131 
142 143 144 145 146 147 148 149 150 151 
162 163 164 165 166 167 168 169 170 171 


servative to protect it against warp 


ing, swelling, shrinking, decay, rot, 


termites, grain raising, paint blister 
ing and peeling. The folder also fea- 
tures P.A.R., water repellent finish for 
redwood; Penta, wood preservative for 
wood that is not to be painted; Rain 
chek for masonry; Stormy Weather 
for tents, awnings, outdoor furniture, 
etc., and Rainy Day for shoes and 


clothing. Protection Products Mfg. Co., 


Dept. AL, Kalamazoo, Mich 


Cirele Ne. 254 on Coupon, page 100 


Home Modernization. New book, 
“How to Improve Your Home for 
BETTER LIVING,” illustrates such 
projects as renovating exterior, adding 
new wing, creating modern kitchen, 
adding bathrooms, garages, etc. The 
subject is handled in a_ simplified, 
step-by-step method. Before and after 
illustrations show what can be done 
Highly original projects shown are 
completely practical, include actual 
floor plans. Lavish color in illustra 
tions and book incorporates practical 
color guides. Co-authored by archi- 
tect Samuel Paul and Robert B. Stone, 
book is $6.95. Published by H. S. 
Stuttman Co., Dept. AL, 404 Fourth 
Ave., New York 16, N. Y. 


Cirele No, 254 on Coupon, page 100 


WHAT’S NEW!” 


"1 13614 «15 7 
31 3344 O35 37 
51 53 54 «655 57 
71 73«74 «75 77 
"1 93 94 «9S ”7 
113 114 115 116 117 118 
133 134 135 136 137 
153 154 155 156 157 
173 174 175 176 177 


182 183 184 185 186 167 168 189 190 191 193 194 195 196 197 


202 203 204 205 206 207 208 209 210 211 
222 223 224 225 226 227 226 229 230 231 
242 243 244 245 246 247 248 249 250 251 
262 263 264 265 266 267 268 269 270 271 
261 262 263 264 285 286 287 288 289 290 291 


213 214 215 216 217 218 219 220 
233 234 235 236 237 238 239 240 
253 254 255 256 257 258 259 260 
273 274 275 276 277 278 279 280 
293 294 295 296 297 298 299 300 





(Please Print) 








Mail to American Lumberman & Building Products Merchandiser, 139 N. Clark St., Chicago 2, ill. 
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SUGAR & WESTERN 
PINE AGENCY, INC. 


1 MONTGOMERY ST. 
SAN FRANCISCO, CALIFORNIA 


Sugar Pine—Ponderosa Pine 
White Fir—Douglas Fir—Cedar. 


Kiln Dried Pine & Fir 
mouldings. 
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MANUFACTURERS’ AGENTS! 


Overhead garage door hardware manufac 
turer announces new policy! Excellent territories 
are now open for qualified agents. Apply only 
if you call on wholesale lumber and hardware 
outlets 


We are an old-line, long-established leader 
Send all qualifications in your first 
We will reply promptly and fully to all 


in our field 
letter 
legitimate inquiries 


Glide-In Manufacturing Corp. 


1147 WN. 10th St., San Jose, Calif. 








Cirele No. 104 on Coupon, page 100. 














615 R A Long Bldg 


H.E. WEBSTER LUMBERCO., yo... cu, sme 




















Cirele Neo. 106 on Coupon, page 100, 


ILDING Propucts MERCHANDISER 


Cirele Ne, 105 on Coupon, page 100 


BALANCE SPRINGS, 


matched to the weight of your door 


Complete hardware 
type 
stamped and formed iy 
Fully 


electro-zinc-chromoate 


for 


parts 


sets 
All 


ony size 


overhead door rolled 


ovr own plant 


protected against corrosion with 


rioce “olden” waroware 
DOOR COMPANY 


Monmouth Junction, MN. J. 


for information write ~ POWER DOOR CO., Dept. Al 


Circle Ne. 107 an Coupon pear 100 
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historians women used cosmetics in the middle 
in the middle age 


ording to 
and today®women are using cosmetics 


+ + 


Overheard wu He ack row: “Hema Old but he's stil 


here pine hing 


. * 
Dubble vas im the midst of her terpsichorean specialty 
night at a stag part when the cops arrived but Bubbles wasn't 
dumb. She had a real sharp lawyer who managed to secure for 
her trial an all male jury. He addressed them thus 
Gentlemen, shall this petite young miss be sent to jail or shall 
he free to return to her apartment on Riverside drive, tele 


wne number | 


Hoiled right down to facts, it's 
a better way of doing business 


simple. Dealing with MAU} 


Doing business better mean tops im quali variely of selection 
fairness i pre speed of delwery MAUR is famed for per 
formance in these re spects 

He mention all this with due prid¢ and suggest you deal with 
1 firm that does business better always to help m do a better 
busines not is example, tr MAUK’s Hot Press Plhya d 


heathy Ouality and Service 


* 4 * 


imple Celia says maybe men ain't perfect but they're the best 


pposite ex there i 


Where you been, Bill? 
In a phone booth talking to my girl but someon 
use the phone so we had to get out.’ 


wanted ft 
* * * 


The modern girl knows little about making bread — more 


hee ding dough 
+ , » 


We have to teach this girl right from wron 


O.K. You teach her right 


Do You Know What Dep't 
Do you know what an average person i What we all think 
not 


vhat a wolf is \ guy who strikes while the 


hat MAUK is Ihe word to the wise that 


MAUK Seattle Lumber Co. 


Seattle 5, Washington 


> > . 
The C. A. MAUK Lumber Co. 
Toledo, Ohio 
Circle No. 39 on Coupon, page 100. 








NEW PRODUCTS 


(begins on page 85) 





Devil Level 


This dial calibrated Devil Level features the semi 
floating needle principle, hairline accuracy. Cali 
brated in degrees to measure degrees off level or 
plumb, it measures verticals, horizontals, all angles, 
slopes and pitches. May be mounted and used as 
precision surveying instrument. Reverse side meas- 
ures inch rise per foot. It may be used to measure 
roof pitches at a glance, plan drainage of new patios, 
TV antennas, etc. Packed six in counter display box 
Pickett Products, Inc., Dept. AL, 1111 S. Fremont 
Ave., Alhambra, Calif. 


Circle No. 258 on Coupon, page 100, 


Dark-O-Matic Shade 


Ray Proof Corp. announces the release of its new 
Dark-O-Matic electrically operated Light Proof Win- 
dow Shade. This automatic push-button operated 
shade is said to be low in cost. The new Dark-O-Matic 
shade comes in two basie models, for single or for 
multiple operation. The Dark-O-Matic mechanism i 
also adaptable for motorizing draperies or curtains 
and can be used to operate awnings and small pass 
windows by remote control, it is said. Ray Proof 


Corp., Dept. AL, 513 W. 54th St., New York 19, N. Y 


Cirele No, 259 on Coupon, page 100 


All-Purpose Aluminum Paint 


Known as Halum, a new all-purpose aluminum 
paint produces a simulated hammered finish. The 
new paint utilizes a specially formulated, doubly 
pigmented aluminum base which forms an attractive, 
bright finish closely resembling hammered metal 
The coating is said to be highly resistant to fumes, 
oils, grease, mild industrial acids and adverse weath 
er conditions. According to the manufacturer, Halum 
air dries in 24 hours, making it ideal for a large 
number of interior and exterior applications. Among 
its recommended uses are railings, sashes, metal 
covers and housings, ventilator outlets and gutters 
Halum can be applied by brush, spray or roller. It 
is available in one-gallon cans, five-gallon pails 
Speco, Inc., Dept. AL, 7308 Associate Ave., Cleveland 
9, Ohio 

Cirele No. 260 on Coupon, page 100 


Richkraft Richtubes 


A new line of improved fibre tube form for pour- 
ing round columns is announced. The line will be 
sold under the name of Richtubes. A special plasti 
cized treatment is said to make them weather resist- 
ant and assure their stripping easily on the job, 
leaving a smooth-finished concrete surface. Richtubes 
can be used for a wide range of work and are claimed 
to meet all job requirements and specifications for 
forming piers, piles, columns, underpinning and en- 
casing wood and steel piling. Light and easily 
handled, Richtubes can be had in 23 standard inside 
diameters in lengths up to 50’. A line of wax-coated 
Richtubes is also available at slightly lower cost. 
The Richkraft Co., Dept. AL, 510 N. Dearborn St., 
Chicago 10, Il. 

Cirele No. 261 on Coupon, page 100 


Ipril 16, 1956, AMERICAN LUMBERMAN 








Tess. 

ak 

+ ©) Foe BETTER FMS 
Select the 


= ~—SCsADALOX™... the finishing touch 
scmentaetai for added sandpaper sales 


When your customers put Behr-Manning ADALOX 


Sandpapers on the business end of machine or hand 


anders, they're working with the same high-quality abrasiv 


proved so si ful throughout industry today 
They'll find smooth, fast finish ire the order of th 
vhich add up to profitable repeat orders for 


f these Finishing School ADALOX Vailable in Belts, Cut Sheet 


>( he ) 
» sell for 25¢ 


CGirit Sizes 1 e from very fine to very 
For detail ontact your jobber, o1 


Behr-Manning, Troy, N. Y., Addr 


1D-A-LOCKS 


A POERE VnelitevE fart 


oe A Be11R-MANNING 222 


tivision of NORTON Company 


Circle No. 41 on ou pon, page 100 





WHEN YOU SEE THIS KIND OF WORKMANSHIP, 


EXPECT TROUBLE me 








~y 
(s00p workmansl 
t important tact 


ictors in prevent ret tt ts t yater-ret , ‘yee 
4 1 wor , p includes wett work r. ir t rtar ther {thaw ind freed f f 
t hyy ri { head and | { for ih t y i the prickla rt 4 i a ) ol 
Expect trouble when brick are shiftec 
or tapped into place aie or the mortar 
has stiffened. Cracks will result an 4 th 
wall may leak 


LOUISVILLE CEMENT COMPANY, Incorporated, LOUISVILLE, KENTUCKY 


Circle No. 10 on Coupon, page 100, 





